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cA Wider “aga "5 i: 
Field—An In- 
creased Opportunity 


UR Agents can sell policies on the annual 

premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance ; 
and Educational and Business Start Endowment Insurance. Nii § 
This extension of the age limit for Ordinary Insurance down to . 
age 2 helps our Agents considerably. We issue Participating and a? 

Non-Participating Policies. As regards adults, we write contracts 

with Double Indemnity provisions covering any kind of fatal accident, 


or with Double Indemnity provisions covering fatal travel accident 


only, as may be desired. We issue policies with waiver of Pre- 


mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 
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NEW FEATURES INTRODUCED IN A DECADE 
B 
Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause 
Home Purchase Insurance Disability Income Clause . a 
Refund and Cash Refund Annuity } Double Indemnity Provision 
Income Bonds for Old Age Excess Interest Dividends M 
New Convertible Policy Post Mortem. Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement P 
Retirement Annuity . Free Health Examinations m 
New Survivorship Annuity Special Training for Agents ‘ 
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1920 1910 | Increase 
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of the UNITED STATES ' = 
i120 Broadway New York ” 
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Twenty-Fifth Year. No. 46 
RESEARCH BUREAU IS 
PLANNED FOR CARNEGIE 


Believed That the Work Can Be 
Started by First 
Next Year 


of 


WINSLOW RUSSELL’S VIEW 





Makes Report of Proposed Enterprise 
Before the Association of Life 
Agency Officers 





Winslow Russell, vice-president of the 
Phoenix Mutual Life, announced at the 
meeting of the Association of Life 
Agency Officers in Chicago that plans 
were being formulated for the estab- 
lishment of a central bureau of research 
at Carnegie Institute to take up investi- 
gations into life insurance. The edu- 
cational committee of the Life Agency 
Officers’ Association has been consider- 
ing the possibilities of a research 
bureau, what subjects it might take up 
and along what lines it might work. 
Mr. Russell announced that the main- 
tenance of this bureau would demand an 
expenditure of about $25,000 a year for 
a three-year period. The Carnegie In- 
stitute would not take this up for a less 
time than three years It is willing to 
go ahead with the program, map out a 
scheme, put men to work, if the life 
companies will guarantee the expense. 
Mr. Russell is calling upon companies 
to contribute $500 a year each for three 
years. Already he has about 15 signed 
up and more that are in a very favorable 
frame of mind. If he gets 25 actually 
signed up he will feel safe in going 
ahead and Carnegie Institute will pro- 
ceed with the program. 

Will Get John M. Holcombe, Jr. 


John M. Holcombe, Jr., who is head 
of the research department of the 
Phoenix Mutual Life, will take up the 
work as business manager of the bureau 
at Carnegie and can visit home offices 
and present the plan. Mr. Holcombe 
has given considerable study to methods 
of research. The Phoenix Mutual has 
made as exhaustive study of distribution 
costs, methods of acquisition, of busi- 
ness and so on as any other company. 
Mr. Holcombe is a son of President 
John M. Holcombe of the Phoenix Mu- 
tual, is a college graduate and has had 
a splendid training. Mr. Russell feels 
that Mr. Holcombe can take up the 
work at Carnegie within the next month 
so that the bureau can begin function- 
ing by the first of the year. 


Not Keeping Up With Times 


In his talk before the meeting of the 
Life Agency Officers Dr. Hamerschlag, 
President of Carnegie Institute, criti- 
cized the life companies for lack of in- 
terest in research work so far as their 
agency departments are concerned. He 
said they are not keeping abreast with 
the times and are not taking advantage 
of the possibilities of research as are 
other great organizations. The life com- 


PRESIDENT LAMB DIES 





HEAD OF THE JOHN HANCOCK 





Had a Most Successful Career and Saw 
His Company Grow to Large 
Proportions 





BOSTON, MASS., Nov. 16.—Roland 
Olmstead Lamb, for nearly 50 years 
connected with the John Hancock Mu- 
tual Life, the last 13 years as president, 
died Monday at the Hotel Somerset in 
Boston, aged 71. He had been gradually 
failing in health for 14 months and his 
death was not unexpected, 

He was born in Beverly, Mass., Dec. 
20, 1850 and after a public school edu- 
cation began business as a bookkeeper 
for a manufacturing company. Five 
years later, in January, 1872, he became 
bookkeeper for the John Hancock, was 
made chief clerk in 1889, secretary in 
1894, second vice-president and director 
in 1907, vice-president in 1899 and 
president in 1909. He had served also 
for 13 years as director of the Massa- 
chusetts Fire & Marine and as director 
of the New England Power company 
and international Trust company. He 
was prominent in Masonry, being Past 
Commander of Demolay Commandery, 
trustee of the Grant fund of the Grand 
Commandery of Massachusetts and 
Rhode Island and had been Grand 
Treasurer. He belonged to the military 
order of the Loyal Legion of the United 
States Commandery of the state of Ore- 
gon by inheritance. He was a member 
of the Algonquin, Brae Burn, Exchange 
and Colonial clubs. December 18, 1874, 
he married Eliza James of Cambridge 
who survives him with one son, Augus- 
tus C. Lamb of Netwonville and three 
grandsons, 

Grows to Large Proportion 


President Lamb had seen the John 
Hancock grow from a company with 
assets of $2,000,000 and surplus of $200,- 
000 to assets of approximately $240,000,- 
000 and surplus of $12,000,000. Fifty 
years ago when Mr. Lamb began his 
career with the company its income was 
$800,000, now it is some $63,000,000. 
There were 38,000 policies outstanding 
then and this number has grown to 
34,000,000 while the amount insured has 
risen from $19,000,000 to $1,000,000,000. 

President Lamb had the highest re- 
spect of his associates and of the entire 
business community as well as that of 
life insurance executives the country 
over. He was most generous and kindly, 
a true gentleman of the typical Boston 
type of sturdy integrity. He gave the 
company a most creditable administra- 
tion. The funeral was held Wednesday 
at Mount Auburn cemetery chapel in 
Cambridge, the company’s offices being 
closed on that day. 





Two Companies Elected 


By a unanimous vote the executive 
committee of the Association of Life 
Insurance Presidents elected the North- 
western National Life of Minneapolis, 
Minn., and the Reserve Loan Life of 
Indianapolis to membership. Thus the 
association approaches its fifteenth an- 
niversary with a total membership of 
51. Forty-three members are domiciled 
in sixteen states and eight in two 
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TOPICS FOR ACTUARIES 





FALL MEETING IN CHICAGO 





American Institute to Take up Import- 
ant Questions at Its Session 
Nov. 17-18 





The fall meeting of the American 
Institute of Actuaries to be held at the 
Drake Hotel in Chicago, Nov. 17-13, 
promises to be of special interest, with 
the development of an actuarial view- 
point on most of the important 
questions now before life underwriters. 
The two day session, at which George 
Graham, Misouri States Life, president 
of the Institute, will preside, will be 
devoted to an informal discussion on 
the papers read at the June meeting 
and also on a list of eight additional 
subjects. One of the matters to be 

taken up is the advocacy of the new 
boom insurance plan, which should de- 
velop an interesting angle of the ques- 
tion. Such questions as pension sys- 
tems, persistency, blood-pressure, sub- 
standard risks, new legislation and divi- 
dend payments are also scheduled for 
discussion. 

The list of subjects, in addition to 
the papers read at the last meeting, is 
as follows: 

1. The advantages, if any, of long 
term endowment insurance over ordinary 
or limited payment life policies. Meth- 
ods of increasing the sale of long term 
endowment policies. 

2. Has it been found that the decreas- 
ing payments of excess interest dividends 
to the beneficiaries under policies pro- 
viding for payment of the proceeds by 
installments have acted to the disadvan- 
tage of this form of settlement? Are 
uniform payments of such dividends 
practical? 

3. Life insurance contracts combined 
with savings bank accounts or with 
home building and loan association mem- 
berships. Do these combinations afford 
opportunity for the greater development 
of life insurance? 

4. Problems of lost policies. 

5. Constructive program for conserv- 
ing business and minimizing present 
lapses and surrenders. The relative value 
of automatic premium loans and ex- 
tended insurance in saving business. 


6. What limitations are desirable in 


to 






$3.00 per year, 15 Cents a Copy 





EAST INTERESTED ON 
BANK-INSURANCE PLAN 





Experiments in Western Cities 
Being Watched by Life 
Company Officials 





ONE EXECUTIVE’S VIEWS 


Advantages and Disadvantages of 
Scheme from Company Stand- 


point Are Pointed Out 





NEW YORK, Nov. 15.—While the 
central and western states are display- 
ing much interest in the subject of 
selling life insurance through banks in 
conjunction with savings accounts, this 
is no sign that the east is oblivious to 
this development. Mention of the sub- 
ject in various company and general 
agency offices does not always tap a 
spring of thought on the subject, but 
the thought is there just the same. 

The experiments are being watched 
with interest and the whole proposi- 
tion is being observed from every con- 
ceivable angle. 

One Company Man’s Views 

Here are the points, pro and con, 

which one company man had gathered 
together in memoranda form for his 
own information: 
Does the scheme disturb agents? 
Yes, where the company experiments 
with the plan before fully advising 
agents of its intentions. People are 
always suspicious of that which they do 
not understand. 

Should it disturb agents? No, be- 
cause it will be sold through the regu- 
lar agency channels, just as group in- 
surance is sold, and agents who recog- 
nize the proposition as an opportunity, 
instead of competition, will reap the 
rewards. All the various forms of in- 
sured savings accounts seem to have 
had their birth in the minds of agents, 





the allowance of disability benefits 
overweights and other physically 
paired risks? 

7. The significance of the _ recent 
changes in the incontestable law of Illi- 
nois. The merits of a two-year as com- 
pared with a one-year contestable pe- 


im- 


even though actuaries and company 
executives were called on to work the 
plans out in their final shape. One of 
the earliest and one of the most suc- 
cessful bank accounts was placed 
through a general agency whose head 





riod. 

8 The desirability, or otherwise, of 
adopting standardized rules and methods 
for the selection of risks. 

9. General discussion of any actu- 
arial subject upon which information or 
opinions may be desired by any member. 





Promoting Wichita Company 


The National Savings Life of | 
Wichita, Kan., which it is announced is 
in process of promotion, has interested 
some of the business men of that city 
in the enterprise. L. Boli is the chief 
promoter. He formerly worked in 
Texas, but during the last two years 
has been selling stock for new com- 
panies in Kansas. L. W. Clapp, presi- 
dent of the First Trust Company, and 
W. C. Coleman of the Coleman Light 
Company are backing Mr, Boli in get- 











(CONTINUED ON PAGE 15) 





provinces. 


ting the company started. 


has been a leader in the National Asso- 
ciation of Life Underwriters and a 
jealous guardian of the rights and pre- 
rogatives of the agency forces of the 
country. 

Too Much Term Insurance 


Too much term insurance. The 
plan, if developed on a big scale 
along present lines, might give a com- 
pany a larger proportion of term in- 
surance than it would care to assimi- 
late. Whole life policies are being 
used in some cases. They have cer- 
tain advantages over straight term 
policies or decreasing term policies, 
such as were used in early experiments, 
and the scheme might be guided 
through the whole life channel. 
Competition with short term endow- 
ments. The holder of an insured sav- 
ings account has certain advantages 
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over the holder of a short term endow- 
ment. In view of the fact that com- 
panies sell such a small volume of 
short term endowment business few will 
worry about the creation of competi- 


tion for themselves. 
Question of Medical Selection 
Medical selection. Practically all of 
the plans call tor less rigid physical 


examination for an insured savings ac- 
count than for a regular life policy. 
This is in line with the tendency of the 
times which have developed group and 
wholesale insurance and eliminated the 
emdical examination on small cases in 
Canada under certain conditions. 

New York limitation on new busi- 
ness. To some companies this is a 
veal danger. Deflation has reduced the 
danger from this point. 

Massachusetts savings banks’ experi- 
ment. Can the slow progress made by 
the savings banks of Massachusetts in 
the sale of life insurance through the 
wicket be considered proof that the in- 
sured savings account scheme will 
never be developed into a big busi- 


ness? 


Will Advertise Insurance 


The plan will adver- 
per se in a big way. 
Banks rely more on advertising than 
solicitors to get new accounts. Many 
use newspaper space which will be 
devoted to insured accounts if banks 
take on the insurance proposition. 
Nearly all possess fine display windows 
for posters. Many employ direct mail 
advertising. 

Promotes home building. The scheme 
provides a means by which insurance 
will help the financing of homes. The 
savings, as they are accumulated in 
the banks, will be loaned out on first 
mortgages on residence real estate 
more than on other classes of securi- 
ties, as home mortgages are a favorite 
with savings banks. Many accounts, 
when withdrawn, will be used for the 
first payment on homes. 

Education. Insured savings accounts 

will educate people to the value of 
life insurance, just as the fraternal 
orders and industrial companies have 
given millions their primary lessons in 
protection, 
_ Prestige. The prestige already en- 
joyed by life insurance will be en- 
hanced by the backing of hundreds of 
banking institutions. 

Solves monthly premium problem. 
Life companies have known for years 
that there was a vast amount of busi- 
ness to be written on the monthly pay- 
ment plan, but no company has yet 
discovered a method of collecting that 
permits a big development of this busi- 
ness. The bank plan, providing for 
monthly deposits, may prove the solu- 
tion. 


Advertising. 
tise insurance 


IS NOT TO WRITE ACCIDENT 





Report as to New York Life Denied by 
L. Seton Lindsay, Superintendent 
of Agents 





NEW YORK, Nov. 15.—L. Seton 
Lindsay, superintendent of agents for 
the New York Life, denies the widely 
circulated report that the company plans 
entering the accident and health in- 
demnity field. “It has no such present 
purpose,” Mr. Lindsay says, “the man- 
agement centering its entire energy 
upon writing life insurance.” Continu- 
ing, Mr. Lindsay asserted that agents 
of the New York Life at their field 
conferences held during the past sum- 
mer, had not once suggested taking up 
the added line, which fact he felt was 
conclusive that they did not figure such 
departure would be of particular ad- 
vantage to them in their soliciting. 


Missouri State Not Involved 


In last week’s issue in recounting the 
controversy in Colorado with the Moun- 
tain States Life the name of the Mis- 
souri State Life crent in through typo- 
graphical error. The Missouri State 
Life is not involved at all. 





MUST CARRY INTEREST 





RULING MADE IN OKLAHOMA 


Insurance Commissioner Hardin Makes 
Announcement as to Premium 
Notes in His State 


OKLAHOMA CITY, OKLA., Nov. 
16.—Acceptance of a non-interest bear- 
ing note by a life agent in payment of 
an insurance premium would be con- 
strued by the Oklahoma insurance de- 
partment as an indirect rebate and 
therefore a discrimination, was the sub- 
stance of a statement of E. W. Hardin, 
Oklahoma insurance commissioner, 
speaking to the weekly meeting of the 
Oklahoma Life Underwriters’ Associa- 
tion here Saturday. 

According to Mr. Hardin all notes 
given in payment of premiums on life 
insurance should bear the legal rate of 
interest. In all cases involving these 
questions referred to the insurance com- 
mission, Mr. Hardin made it plain, that 
the commissioner should hold in accord- 
ance with the statement he made. | 

Another thing in writing life imsur- 
ance Mr. Hardin called attention to was 
in the alleged practice of some agents 
in discounting premium notes before the 
risk had been accepted and approved by 
the home office of the company. A 
ruling on this point was stated by the 
insurance commissioner, which he would 
follow, and says: 

“It shall be unlawful for,any msur- 
ance company or corporation or any 
agent thereof who shall have accepted 
premium notes in payment for policies 
of insurance to sell or assign said note 
or notes prior to the delivery of said 
insurance policies to the insured.” 





FEW DIVIDEND CHANGES DUE 





Most Companies Which Have Taken 
Action on That Question Will 
Continue 1921 Scale 


Cedar 


The Cedar Rapids Life of 
present 


Rapids, Ia., will continue its 
dividend scale during 1922. ; 

The Central States Life of St. Louis, 
Mo., is not contemplating any changes 
in its present dividend scale in appor- 
tioning dividends to policies renewed in 
1922, 

The Connecticut General Life has not 
yet taken any definite action with regard 
to dividends after June 1, 1922. 

The Continental Life of Kansas City, 

Mo., will determine on its 1922 dividend 
scale at its annual convention in Janu- 
ary. 
The West Coast Life of San Fran- 
cisco will not decide upon its dividend 
scale for the year commencing June 1, 
before about April of next year. 

The Girard Life of Philadelphia will 
decide upon its 1922 dividend schedule 
on Dec. 8. : 

The Great West Life of Winnipeg, 
Manitoha, has not yet decided upon its 
dividend scale for 1922, but will do so 
some time this month. 

The Reliance Life is making no 
change in the basis of calculation for its 
dividends for 1922 from that of 1921. 


Carnegie School Increasing 


The autumn term of the Carnegie 
School of Life Insurance Salesmanship 
opened with a larger enrollment than 
any other fall class. The total enroll- 
ment of the school up to date has been 
509 students. Including the 114 stu- 
dents in the California Life Under- 
writers’ summer school who took the 
Carnegie Tech course, a total of 623 
students have thus far been enrolled. 
Twenty-nine companies are represented 
in the fall class, the students coming 
from twenty-nine states and two from 
Canada. The winter term will open 
Wednesday, Jan. 4. 








CHOICE VERY PLEASING 





TAYLOR IS A POPULAR MAN 





Life Agency Officers’ Study of Educa- 
tional Systems Shows Work Is 
In the Making 


The election of W. E. Taylor, second 
vice-president and head of the agency 
department of the Equitable Life of 
New York to the chairmanship of the 


Association of Life Agency Officers 
meets with general approval on part 
of the membership. Mr. Taylor, or 


“Billie” Taylor, as he is affectionately 
known by his large circle of friends, was 
one of the organizers of this association. 
He has been on the executive committee 
from the start. The father of the asso- 
ciation and chief factotum until a year 
ago was Winslow Russell, vice-president 
of the Phoenix Mutual Life. It was 
Mr. Russell who saw the possibilities of 
such an organization following the 
World’s Sales Congress in Detroit some 
five years ago. He rallied around him 
a few of the big agency men of the 
country, among them being Mr. Taylor, 
Superintendent of Agencies Glover S. 
Hastings of the New England Mutual 
Life and President Isaac Miller Hamil- 


ton of the Federal Life of Chicago. Mr. ' 


Russell served as the chairman until a 
year ago, when Mr. Hamilton was 
chosen in his stead. Now Mr. Taylor, 
one of the old standbys, comes into 
office. Mr. Hamilton was secretary un- 
til he was elected chairman a year ago. 
He deserves great credit for the time 
and effort he has expended for the good 
of the association. 
Equitable’s Generous Contribution 


The Equitable Life has contributed 
most generously to the welfare of the 
organization. A. G. Borden was elected 
secretary a vear ago and was re-elected 
this year. He is a man gifted in many 
ways and especially in analyzing statis- 
tics and deducing principles from accu- 
mulated data. The Equitable is 
squarely back of the organization. The 
agency and educational departments are 
vitally interested in the work. Dr. John 
A. Stevenson, second vice-president and 
head of the educational department, is 
one of the enthusiastic members. Mr. 
Taylor was chairman of the program 
committee this vear and has been in 
the forefront of the activities right 
along. He served on the educational 
committee last vear. One of its most 
far-reaching recommendations is the 
establishment of the Central Research 
Bureau at Carnegie Institute to cover 
the acquisition and distribution of life 
insurance. 


Edueational Plans Studied 


The meeting last week was devoted 
largely to studying the plans of individ- 
ual companies along the lines of educat- 
ing agents. From the papers presented 
it was plain to be seen that educational 
methods are very much in the formative 
period. No company can be said to 
have agined a vast experience in any 
one direction. FE. S. Albritton, super- 
intendent of agents of the Minnesota 
Mutual Life, in his address, said that it 
was a consolation to find that so many 
large companies are just starting in to 
establish or study these educational sys- 
tems, as numerous smaller companies 
have gone but a short distance. It can 
be said that many companies now have 
established or are establishing corre- 
spondence courses of different kinds 
and other material is being supplied 
either from the home office or the gen- 
eral agency. The point was made, how- 
ever, that the great work must be done 
by the general agents. Thev come ia 
direct contact with their producers and 
it is this personal influence that will go 
the farthest. . Many general agents are 
not educators. It is difficult for them 
to teach and to train. This is one of 
the problems confronting a company. 











There is considerable talk of the next 
annual meetings of the association be- 
ing held in Toronto. The Canadian 
members of the organization are de- 
cidedly helpful. They are exceptionally 
strong men. They have contributed 
some very valuable addresses to the or- 
ganization, On this year’s program 
I. T, Stanford, secretary to the presi- 
dent of the Canada Life; C. H. Car- 
penter, eastern superintendent of agen- 
cies of the Great West Life of Winni- 
peg; George H. Hunt, superintendent 
of agents ot the Imperial Life, and E. H. 
Harris, supervisor of field service of the 


Sun Life of Canada, were all on the 
program. They attacked the subject 
from different standpoints and left a 


strong impression on their audience. 


DECISION FOR RESERVE LOAN 


St. Louis Court Upholds Company on 
Case Involving Cancellation of 
Extended Value by Loan 


INDIANAPOLIS, IND., Nov. 16.— 
An opinion handed down by Judge 
Dearing of the Circuit Court of Ap- 
peals at St. Louis, has affirmed judg- 
ment in favor of the Reserve Loan Life 
of this city, deciding an unusual point 
on the effect of policy loans to extended 
insurance. The case was that of Oliver 
Dewerthern, administrator of the estate 
of John B, Retallack vs. Reserve Loan 
Life. The policyholder had applied in 
1905 for a policy dated back ten years. 
At the same time he negotiated a loan 
lor $981, the reserve loan value of the 
policy. He paid the first premium of 
$218, and the first interest payment, but 
no further premium payments or pay- 
ments of interest were made. The pol- 
icy provided that after one year from 
Its date, upon the non-payment of pre- 
mium, it would be continued for paid-up 
insurance according to the extent of the 
insurance table. There was a provision 
also that any existing indebtedness 
would reduce the extended term in the 
ratio of such indebtedness to the re- 
serve for the insurance. The reserve 
value, however, was $820. 

Loan Cancelled Reserve 

The insured died in 1910. The policy 
was not discovered until 1915, at which 
time payment was requested. The Re- 
serve Loan Life denied liability, but 
later offered the reserve value with com- 
pound interest. This was refused by the 
plaintiff, however, and suit for the full 
$5,000 was entered. The original deci- 
sion for the defendant, the Reserve 
Loan Life, was upheld by the Court of 
Appeals on the basis that the policy 
loan of $981 eliminated all extended in- 
surance benefit as the reserve value 
upon the lapse of the policy was only 
$820. 

The company was represented by 
Guilford A. Deitch and Frank G. West 
of Indianapolis and Frederick H. Bacon. 
of St. Louis. This decision has upheld 
the wording and intent of the policy 
clause on extended insurance. 


Shows Opportunities for Women 


Opportunities for women in the field 
of life insurance were pointed out | 
Miss Alice E. Roche of the Louis 
Paret agency of the Provident Life & 
Trust in an address at the College Club, 
Philadelphia, in an open meeting of the 
Bireau of Occupations, 

Miss Roche referred to life insurance 
salesmanship as a “service-giving occu- 
pation without a peer, reaching the ten- 
drils of society, the family and the 
home.” 

“It is a field replete with opportu- 
nities for women, developmental and 
financial,” said she. “It exacts a pecu- 
liar ability—the combination of tact, 
earnestness and sincerity. It is one 
the few occupations paying to women 4 


the 


compensation equal to man’s for t! 
same effort. You are the architect 
your own future, the sculptor of you 
own destiny, for success in this field ‘s 
absolutely a personal matter. Your op- 
portunity is everywhere—and everyone 
is your opportunity.” 
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WHAT WILL ESTABLISH 
INSURABILITY OF LIFE? 


Question of Sufficient Evidence 
Comes Up In Connection 
With Reinstatement 


DIFFER WIDELY 


VIEWS 


Problem Is Whether Applicant Is To 
Be Judged by Original Conditions 
in Case of Change 


15.—What con- 
insurability? 
from 


NEW YORK, Nov. 
stitutes evidence of life 
This question, comes up 
time to time in connection with applica- 
tions for reinstatement of life insurance 
policies, although apparently simple of 
solution, is yet one upon which under- 
writers differ widely: and concerning 
which legal lights are now worrying. 
The reinstatement clause used by the 
different companies, while varying some- 
what as to verbiage, is practically the 
same in essence, and the form given 
herewith as adopted by one of the fore- 
most companies of the land, might be 
accepted as standard: 

“If this policy shall lapse in conse- 
quence of nonpayment of any premium 
when due, it may be reinstated at any 
time upon the production of evidence of 
insurability satisfactory to the company, 
and the payment of all overdue pre- 
miums with interest at the rate of 6 
percent per annum; any loan which ex- 
isted at the date of default, together 
with interest at the same rate to the 
date of reinstatement to be, at the option 
of the owner on application for such re- 
instatement, either repaid in cash or 
continued as an indebtedness against 
the policy.” 


which 


Two Views Are Held 


The chief factors entering into the 
consideration of an applicant for life 
insurance are his physical and moral 
standing, and of the two the latter is the 
more important; the present day 
tendency being to deal more liberally in 
considering the physical condition of a 
prospect, and to scrutinize most closely 
his personal habits and business stand- 
ng, 

It is argued upon the one hand that 
in seeking reinstatement the applicant 
is to be judged by the conditions gov- 
erning his original entry into the com- 
pany, and upon the other that new con- 
ditions as well as increased age of the 
applicant should be taken into account. 
The applicant, for example, might be in 
excellent physical shape, and yet have 
become so seriously involved financially 
that the temptation to realize upon his 
life insurance through the medium of 
suicide be so strong as to prove irre- 
sistible. That this latter danger is a 
real one at times, underwriters are fully 
ware, hence their insistence that condi- 
tions existing at the time the applica- 
tion for reinstatement be made should 
control, instead of those obtaining when 


‘1e policy was originally issued. 
No Clear-Cut Court Decision 


While it is true that in the lapsation 
of a policy the assured surrenders his 
ral rights thereunder, the conten- 
1 is advanced that these rights pro- 
ile for reinstatement. So iar as can be 
learned there has been no clear-cut court 
decision defining insurability in this 
country, though the case of Sussex vs 
\etna Life of Toronto, decided several 
years ago, is held to be sound reasoning 
nd was quoted some time later in the 
- on of the Missouri State Life vs. 
earn, 


eti 


tried before the supreme court 
the Canadian 
who had been 
y a traveling salesman, 


case, the 
orig- 
lapsed his 


ot Texas. In 


nlaintiff, Sussex, 
, " 








LIFE 


GROW DESPITE LAPSES 


VOLUME NOW 


INCREASING 


Kansas City Agents Report Better 


Conditions in Life Business Due 
to Crop Money 


Kansas City companies, and state 
agents doing business eut of Kansas 
City are reporting very much better 
conditions as to loans and renewals 
during this month, and with stlll better 
prospects ahead for the rest of the 
year. The coming in of the crops, and 
the consequent supply of ready money 
has relieved the situation. Men who in 


the early spring and summer needed 
cash to enable them to secure seed 
and implements to take care of their 
crops, are not only relieved of that 


necessity but are securing funds for 


other things as well. 
Not Discouraging 


Some companies report that their re- 
newals for first year business this year 
are as much as ten percent below what 
they were a year ago. They attribute 
this to the fact that the flush times 
of last year made many men over-buy; 
and the hard times of this summer, 
with no ready cash, made it impossible 
to meet the payment of the premium. 

In spite of these discouraging condi- 
tions, the companies report a very satis- 
factory business for the first three-quar- 
ters of the present year. Some of them 
are reporting that the insurance in force 
is larger than a year ago in spite of 


the losses by failures to renew. 
One of the companies reports that 
it has instituted a regular campaign 


to reinstate the lapsed policyholders, on 
the ground that it will cost consider- 
able less to do so than to write new 
business. 

May Not Collect Loans 


The prediction as to the return of 
loans is that there will not be much of 
that done, for most of the borrowers 
will not be able to repay their loans 
out of their earnings, and it is not a 
paying proposition to borrow from the 
bank at eight percent to repay insurance 
money secured at six percent. 

Some of the agencies are pushing the 
sales argument connected with the cash 
and loan value of the policies just now, 
when it is fresh in the minds of the 
people that many of them found that 
when they could not get money trom 
the banks on any kind of collateral, all 
they had to do to secure their loan 
from the insurance company was to 
notify it that the cash was wanted. 


policy, and within a week after the ex- 
piration of the period of grace allowed 
thereunder sought reinstatement. The 
defendant company was willing to grant 
reinstatement, but as Mr. Sussex had 
meantime entered the military service of 
his government, it insisted upon attach- 
ing the war clause to his contract, stipu- 
lating that an additional premium there- 
under would be paid if the assured were 
sent overseas. Mr. Sussex demurred to 
this, contending that he should be re- 
stored to his original status with the 
company without prejudice of any sort. 
His position was sustained by the court 
and his complete reinstatement ordered, 
subject only to a rearrangement of rate 
because of increased age. 


John Hancock Changes 


The John Hancock Mutual has 
merged the company’s insurance de- 
partment and ordinary application divi- 
sion under one department, the under- 
writing department. Walter R. Pond 
has been appointed manager and Arthur 
M. Morse and Frank J. Keese, assistant 
managers. These men were formerly 
similarly occupied in the insurance de- 
partment. 
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CLEVELAND LIFE MEN’S MOVE | 





Say That Life Insurance Agency 
Affiliations With These Financial 
Institutions Are Disintegrating 





CLEVELAND, O., Nov. 
Cleveland Life Underwriters’ Associa- 
tion has come out in a strong way 
against the linking up of life insurance 


selling with banks. The association 
calls on the insurance companies and 
their representatives throughout the 


country to cancel all outstanding ar- 
rangements with banks. The resolutions 
are being sent to home offices of com- 
panies and to the various organizations. 

A. Ferris is president of the Cleve- 
land Association and Clinton F. Cris- 
ne is secretary. The resolutions fol- 
ow: 


Whereas, We, the Cleveland Life Un- 
derwriter’s Association, appreciate and 
commend the hearty cooperation of 
banks and trust companies in advocating 
that the public adequately insure, how- 
ever, being convinced that any direct or 
indirect affiliation between insurance 
companies and such other financial in- 
stitutions in life underwriting—for large 
or small volume—would be greatly de- 
plored, and 

Whereas, Our attention has 
rected to the fact that 
and trust companies, 
United States, are combining life insur- 
ance with savings accounts, and other 
banks are considering the combination. 

Resolved, That we, the Cleveland Life 
Underwriters’ Association, for the best 
interest of all concerned, do not approve 
the combination for the following valid 
reasons 


First—The 


been di- 
certain banks 
throughout the 


service to policyholders 


would be inferior to that now furnished 
by life insurance representatives, creat- 
ing unfriendliness toward both insur- 


ance and banks. 

Second—tThe cost of 
would be excessive 

Third—Would disturb the present har- 
mony between insurance companies and 
banks and produce unfavorable results 
to both. 

Fourth—W ould not be salutary to high 
grade life underwriters; would destroy 
much of the good contributed by col- 
leges, sales congresses and general 
agents to attract capable men, 

Fifth—Would tend to a return to old 
pernicious practices, long since corrected 
and lived down by the untiring efforts 
of loyal far-sighted men 

Sixth—Company officials cannot afford 
to tear down and disrupt agency loyalty 
and organization for whatever volume of 


collection service 


business may be obtained from this 
source, 
Be it further resolved, That this asso- 


ciation warmly commends our Cleveland 
banks which, seeing the danger of such 


combination, have refrained from it 
That we request companies and their 
representatives throughout the United 


States to cancel all outstanding arrange- 
ments of this kind, and for the good of 
the public, decline to make similar com- 
binations in the future 

That copies of this resolution be sent 
to home offices of all American life in- 
surance companies, to the Association of 
Life Insurance Presidents, to the Ameri- 
can Life Convention, to the National As- 
sociation of Life Underwriters, and to 
the various associations in said National 
association. 


Results of Milwaukee Contest 


In the October contest of the Mil- 
waukee agency of the Equitable Life 
for the greatest number of completed 
applications, B. Altenhoefen and E. 


Fesser were tied for first place, each 
showing 17 complete applications. The 
total number completed was 247, which 


brought the average for the agency to 
seven. Several of the agents completed 
the quota three times, and quite a num- 
ber twice. 

Mr. Carson started another contest 
Nov. 1, covering binder business only, 
and using a different form of record. A 
schedule of the days of the month is 
mapped out and the agents are expected 
to get one binder contract a week. 
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NO OCCASION FOR ANY 
RIVALRY CAN BE FOUND 


| American Life Convention Official 


| 
| 
| 








Comments on Impairment 
Bureau Issue 


15.—The | ALL SERVICE IS VALUABLE 


Smaller Life Insurance Companies Need 
To Be Looked After by Some 
Bureau 


“I regret exceedingly the 
Sary, incorrect and 
about the 


ment 


unneces- 
gossip 
relations of the two impair- 
bureaus, 


ill-advised 


the Medical Information 
Bureau of the Medical Directors’ Asso 
ciation of the East and the Bureau of 
Exchange of the Medical Section of the 
American Life Convention of the West,” 
said a leading American Life Conven- 
tion official. 

United Service 
not the impair- 
ment bureau of the American Life Con- 
vention any more than the Library 
Bureau of Boston is the Medical Infor- 
Bureau of the 


with, the 
Chicago is 


“To begin 
Bureau of 


mation eastern associa- 
tion of medical directors. The United 
Service Bureau performs exactly the 


same function for the Bureau of Ex- 
change that is performed for the M. I, 
B. by the Library Bureau. Neither of 
these printing and distributing concerns 
dominates, directs or in any other way 
controls the collection of information or 
the regulations as to membership or 
service of the impairment bureaus. 

“A New York correspondent is so far 
afield in his statements about the rela- 
tion of the United Service Bureau to the 
impairment exchanges that what he un- 
dertakes to give out to the public is 
almost entirely untrue 


Four Features Are Explained 


“I wish you would say to your read- 
ers four things: 

“First, the United Service Bureau per- 
forms its special duty of printing im- 
pairment cards for the Bureau of Ex- 
change with entire fidelity as well as 
efficiency and no instance of a ‘leak’ 
through its carelessness, indifference or 
intention has ever been shown in the 11 
years of*its service for the Bureau of 
Exchange. 

“Second, the Bureau of Exchange, or 
A. L. C. impairment bureau has never 
sought to break down or injure its big 
associate of the east, but has performed 
its important function for the A. L. C. 
companies with fidelity and skill—mak- 


ing available to the younger companies 
a service which they could not afford 
to buy from the M. I. B. even if that 


organization were to invite them all to 
become its members. 


What About Smaller Companies? 


“Third, the suggestion of ‘those ac- 
tively identified with the Medica! Direc- 
tors’ Association of America’ in simply 
suggesting that for the good of the 
service one bureau be allowed to handle 
all impairment work is very significant 
if true. However, ‘those actively iden- 
tified’ have not suggested any plan 
which will take care of the 70 A. L. C. 
companies which are served by the 
A. L. C. Bureau of Exchange that are 
absolutely barred by the M. T. B. 

“Fourth, I wish some medical direc- 
tor, east or west, would tell me why 
impairment reports from a company 
having less than $25,000,000 in force are 
any less valuable report for report than 
those from a company having $25,000,- 
000 or $2,500,000,000 in force. 

“The kernel of the whole matter can 
be stated in a single sentence: One 
bureau is just as valuable as the other 
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report for report and each bureau can 
and does perform an important service 
for life insurance. It is not well for 
either to have a monopoly of this busi- 
ness. 

“So far the publicity in the press ap- 
pears to come from sources in no way 
identified with the American Life Con- 
vention. This may or may not be sig- 
nificant.” 

Since the organization of the Medical 
Bureau of the American Life Conven- 
tion in 1910 the United Service Bureau 
has published and distributed its med- 
ical impairment information. This work 
is entirely under the supervision and 
direction of Dr. F. L. B. Jenney, secre- 
tary of this bureau, who is also medical 
director of the Federal Life of Chicago. 

TO STAND BY NEW BUREAU 

The American Life Convention has 
sent a letter to its members calling at- 
tention to the fact that the Medical In- 
formation Bureau, the large eastern 
medical impairment bureau, has passed 
a rule to the effect that its members will 
not be allowed to belong to any other 
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impairment bureau after Dec. 31, 1922 
Attention is called to the fact that the 
Medical Information Bureau has liberal- 
ized its requirements for admission so 
that many of the smaller and medium- 
sized companies in the American Life 
Convention can secure membership. 
The point is made, however, that the 
American Life Convention impairment 
bureau is on a successful basis and can 
render a larger service to the smaller 
and medium-sized companies in the ter- 
ritory in which they operate. The sug- 
gestion is plainly made that it would be 
unwise for the American Life Conven- 
tion companies to desert their own 
bureau. The feeling seems to be in 
American Life Convention circles that 
the companies not now members of the 
Medical Information Bureau will not 
join but will remain with their own 
bureau, which is functioning very satis- 
factorily. 


H. H, Steiner, superintendent of agents 


for the Connecticut Mutual Life, was a 
San Francisco visitor last week on a 
tour of the company’s agencies through- 
out the country. 
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Correspondence Course Used 
By Imperial Life of Canada 


BY GEORGE H. HUNT 


Superintendent of Agencies Imperial Life 


OME three years ago, when speak- 

ing of individual company training 

plans, I told the Life Agency 
Officers what my company had in mind 
with respect to inaugurating a system 
for the training of its agents. It was 
some months after that meeting before 
we were in a position to start the actual 
operation of the plans that were out- 
lined. 

We have today a _ correspondence 
course consisting of nine lessons. The 
names of these lessdéns are as follows: 

(1) “What Life Assurance Is and 
Does.” In this lesson the question im- 
plied by the title is answered. There 
is also given an outline of the three prin- 
cipal plans—ordinary life, 20-payment 
life, 20-year endowment—with instruc- 














application, 
deliver- 


tions for completing the 
getting the examination made, 
ing the policy. 

(2) “The Policy.’ 
provisions and privileges 
contract are explained. 

(3) “Some Life Assurance Terms Ex 
plained.” Herein are described some of 
the technical terms used in every-day 
work. 

(4) “The Different Plans of Assur- 
ance.” Here are described in detail the 
different plans contained in our manual, 
referring to the pages in that book 
where the premium rates and guaran- 
teed values are to be found, 

(5) “Your Company.” In this lesson 
a general history of the company is 
given, showing its progress and so 
forth from year to year. 

(6) “Salesmanship. - 

(7) “Your Territory—Equipment- 
Securing Prospects.” Herein is de- 
scribed the method of working terri 
tory, the equipment an agent should 
have with him and so forth. 

(8) “Arguments—Answers That Have 
Won Applications.” 

(9) “Advertising Literature and How 
to Use It—Forms and Their Uses.” In 
this lesson we have endeavored to show 
the agent how to make best use of our 
different advertising pamphlets. We 
also describe the different forms used 
by the company, all of these forms be- 
ing numbered to correspond. 


In this lesson the 
of our policy 


INCE we began this training system 

a little over two years ago, we have 
had 830 students enrolled, of whom 
about 150 have graduated. This may 
seem to you a small number of gradu- 
ates as compared with the enrollments, 
but there are approximately 250 others 
who have completed five or more les- 
sons and are gradually completing the 
full course. 

Since our educational or salesmanship 
course was put into operation we have 
found a greater persistency of effort on 
the part of those agents who have taken 
advantage of the lessons. They take 
more interest in their work and there 
are fewer cancellations of contracts. 


OW, as to some of the mistakes we 

have made. In the first place, we 
feel that the general get-up of our les- 
sons is not what it should be. I mean 
by this—the very color of the book is 
not attractive; it is too dull. The pri: at 
ing on the cover does not show up well. 
This we intend to correct when revising 
the lessons. 

Another thing is that we have no il- 
lustrations. If our lessons were illu 
treated they would be much more inter- 
esting and easier to read than in the 
solid type in which they are now set 
and besides, we are convinced that 
insurance illustrations would mak 
deeper impression on the mind of t! 
student, particularly the new man who 
is coming into our business for the ‘rst 
time. 

As to 
thought they 
have now come to the conclusion 
the present size (4/2"x5%4") is al 
right, because the agent, if he is tra’ 
ing on the train, can quite easily pu 
one of these booklets in his pocket a! 
would be more apt to take it with h 
than if the book had to be carried in hs 
hand. From time to time, as you 
know, it is necessary to make cer 
changes and additions to a less 
course, in order to keep it in an up- 
date form. For this reason we have ‘ 
sidered a loose-leaf system, but as 
have not decided as to this. 

We are continually on the loo! 
and are endeavoring to improve, be« 
we realize that today our system 
training agents is very, very far irom 
being perfect. 


size, we hav sometimes 
should be larger, but we 
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Canada Life Trains 
Men at Home Office 


T. STANFORD of Toronto, sec- 

retary to the president of the 

Canada Life, explained the meth- 
ods of his company in training agents. 
at the meeting of the Agency Officers 
Association. 

He said that life insurance business is 
teaching. Agents should be able to 
teach people to desire life insurance. 
The Canada Life has found it very de- 
sirable to have its men to go to the 
home office for their training. The home 
office endeavors to be sympathetic and 
helpful. 

The company does away with the im- 
pediments of the class room. It does 
not conduct a school in the ordinary 
sense of the term. The home office 
possesses centralized knowledge. The 
men are kept at the home office for a 
week. The home office endeavors not 
to carry its men to the saturation point. 
It cuts down to a minimum the so- 
called instruction method. It endeavors 
to have men take the week’s training 
who are in a receptive frame of mind. 
These men are selected by branch man- 
agers, and they have had some experi- 
ence in selling the life insurance. This 
training is not given inexperienced men. 


HE company realizes that most of 

its men are not students. They are 
not accustomed to sit down in a class 
room for a number of hours. During 
the week many surprises are furnished 
in order to break up the day’s program. 
The men are at the home office from 
9 a. m. until noon. They eat lunch at 
the company’s lunchroom. Until 2 
o’clock they take trips about the city. 
In the afternoon they get in touch with 
different office heads, learning all about 
the various departments. Stenographic 
notes are furnished them for study 
thereafter covering the points that have 
been brought up in these conferences. 
Mr. Stanford said that the company tries 
to get the feeling of cooperation in its 
men. It wants them to get to acquire 
the — of the home office. 


N “1916 the Canada Life wrote $16,- 

000,000 of business, of which 45 per- 
cent was produced by whole- time men. 
Last year its business amounted to $65,- 
000,000, and 84 percent was produced 
by whole-time men. Mr. Stanford said 
that there is a big benefit in getting the 
producers in personal contact with offi- 
cers and department heads at the home 
office. The plan of the Canada Life 
enables its men to learn all about home 
office operations. It lets them sit in 
when the committee is discussing bor- 
der line cases for example. The cost is 
ibout $70 a man. 


Report Travis May Resign 


There is a peculiar political deal going 
n in Kansas just now in connection 
with the office of superintendent of in- 

urance. For some time there have 
been rumors that Col. Frank L. Travis 

as going to resign as superintendent 

go into business at a greatly in- 
reased salary. Col. Travis has denied 
ny such intention and has expressed 
ie hope that he would complete his ad- 
linistration. 

But exceedingly heavy pressure is be- 
ing fought at the present time to secure 
the appointment of Capt. W. R. Baker 
as superintendent of insurance “if Col. 
Travis should resign.” The resignation 
ot Col. Travis seems to be contingent 
ipon the success of Capt. Baker in get- 
ting the appointment. Suggestions of 
vhat the political play means cannot be 

Id at this time. Those urging the ap- 
poimtment of Capt. Baker, “in the event 
Col. Travis resigns.” refuse to disclose 
heir information that there will be a 

icancy. Capt. Baker was assistant 
iperintendent of insurance during the 
tirst two years Col. Travis was superin- 
tendent. He resigned to become actu- 
ry for the Liberty Life of Topeka. 











Co-WORKERS 





HY ERY department of the Lincoln Life 


organization is made up of co-workers. 


Each field man is enrolled as a part of this 
good-will band when he takes a Lincoln Life 
rate book. He is assured that every Home 
Office co-worker has a personal interest in 
his success. 


That personal touch is never lost. Its stead- 
fast co-operation turns practically every one 
of his applications into policies and shoots 
them back to him ready for delivery in record 
breaking time. 


Because this good-will co-operation makes for 
the ambition which succeeds, it pays to 








The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $190,000,000 in Force. 
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UNDE RW! RITE R 


INCREASE IN BORDER 
LINE CASES NOTICED 


Medical Departments Being Of- 
fered Many More Unsatisfactory 
and Under Average Risks 


SHYING AT LARGE LINES 


Agents Now Presenting Poorer Busi- 
ness as a Result of Difficulties in 
Rounding Up Standard Cases 


It is certainly true that life com- 
panies are now being presented with 
more border line and undesirable cases 
than have been sent into home offices 
for several years past. Medical de- 
partments are assuming a rather skep- 
tical attitude, particularly in regard t6 
the larger cases. There is to be ob- 
served at this time a tendency on the 
part of the medical directors of life 
companies to tighten up, to more 
closely examine the business submitted, 
and to in every way possible detect 
cases that might not be desirable from 
a. medical standpoint. There is, in other 
words, a suspicion that more than the 
usual number of unfavorable cases are 
finding their way into the home offices. 

Are “Viewing With Suspicion” 


Some medical directors feel that any 
large case written tuday should be 
“viewed with suspicion.” The conten- 
tion is made that during the flush time, 
during the days when the average busi- 
ness man had plenty of money, the life 
agents of the country were busy and 
gathered in about all of the first class, 
high-grade, business on the market. The 
thought is that if a man makes applica- 
tion for a large life insurance policy 
today, he must do so with the knowl- 
edge that he is not in the best of 
shape physically, and in a desire to make 
certain, through life insurance, that his 
dependents will be taken care of in the 
event that his physical impairments 
proves serious. While there may not be 
sufficient grounds for just this attitude 
it is undeniably a fact that the medical 
departments are examining particularly 
the larger cases in an especially care- 
ful manner. During the days when 
ready money was comparatively plenti- 
ful there was not the same incentive 
for the undesirable risks to take out 
life insurance. Today the situation has 
changed, and those who see an oppor- 
tunity for getting in under the wire 
are trying to have their applications 
passed by the medical department. 

Some Increase Noticed 

One medical man who has observed 
this tendency says: 

“Although I have no sstatistics to 
support it, it has been my observation 
that when business is difficult to get, 
more border line cases are presented. 
During such times this condition has 
been reflected in the work of the med- 
ical department being out of proportion 
to the volume of new applications re- 
ceived. When general business con- 
ditions are not so good, the gilt-edged 
risk is not so easily persuaded to place 
his name on the “dotted line,” as is the 
individual who has met with difficulty 
in obtaining insurance in the past or 
believes himself not quite up to the 
standard of physical fitness. 

“Only a few days ago.in discussing, 
with one of my fellow officers, the pres- 
ent status of the insurance business, I 
made practically the same comments 
to him as those contained in your com- 
munication.” 

Increase in Complaints, Too 


Another medical director says, “We 
have unquestionably noticed a contrac- 
tion in the life business along all lines. 
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This has resulted in a somewhat poorer 
class of risks being submitted, and a 
considerable number of border line or 
substandard cases are now coming 
through, which was not true during the 
time following the influenza epidemic 
when business was so easy to secure. 

“There is also a very noticeable in- 
crease in the number of complaints 
which are being received regarding re- 
jections and modifications. Of course 
it is always true that when business be- 
comes more difficult to get the quality 
will decline and the complaints increase. 
The selection against all the companies, 
1 am sure, has increased inasmuch as 
with the stringency of money the price 
of insurance has virtually been doubled 
so far as the average man’s ability to 
pay premiums is concerned.” 

Agents Requesting Reconsideration 


The head of the medical department 
of one of the strong middle western 
companies has set down clearly his 
views regarding the effect of the present 
financial depression upon the medical 
cepartments of life companies. He says. 
“I think one may accept as true the 
general statement that when business 
is hard to get the agents are more in- 
clined to submit applications on a 
rather poor class of risks, and at the 
same time to complain more about the 
adverse action on their applications. 
I have noticed, too, recently, that there 
have been a great many more informal 
requests on cases that are obviously 
not desirable; and there are, likewise, 
a great many more requests for recon- 
sideration of risks that were declined 
a year or two ago. 

“The whole process is one of rewin- 
nowing the old chaff and the experi- 
ence is a particularly difficult one for 
the medical director, for the reason 
that naturally he is anxious to cooper- 
ate with the agents as much as possi- 
ble, so as to keep the agency force 
intact. 

Weeding Out Process On 


“IT assume that this year has seen 
the weeding out of underwriters, who 
were quite successful during 1919 and 
1920, but find that they have not the 
real talent for salesmanship to succeed 
under the present somewhat adverse 
conditions. Naturally the company de- 
sires to hold as many of these agents 
as possible, because quite a few of 
those that are dropping out of the ranks 
would, with more experience and under 
more normal conditions, develop into 
successful life insurance underwriters. 

“I find further that our declinations 
are slightly heavier than they were 
last year, and this is true in spite of a 
slightly more liberal interpretation of 
fixed rules of medical departments. 

“It is almost an apherism in insur- 
ance underwriting that the really gilt 
edge risk is hard to cajole into taking 
insurance; he knows he is gilt-edge and 
therefore feels less the necessity of in 
surance protection. The poorest, on 
the other hand, can always be induced 
to sign an application—and I dare say 
that the poor risk is quite as anxious 
now as he was a year or two ago to 
secure a policy.” 





Guardian Officials Pleased 


Vice-President T. Louis Hansen and 
Superintendent of Agencies George | 
Hunt of the Guardian Life attend 
the annual meeting of the Life Agency 
Officers Association in Chicago, No 
10 and 11. Mr. Hansen was one of t! 
prominent company executives who ad- 
dressed the meeting on the subject o! 
“Company Plans for the Education of 
the Soliciting Agent.” 

From Chicago Mr. Hansen and Mr. 
Hunt start on a brief tour of th 
Guardian’s agencies in the southwest 
The Guardian officials are very muc 
pleased with the excellent showin: 
made by the company’s field force dur- 
ing October, which was designat 
“President's Month,” in honor 
President Heye. More than $5,500,000 
of new business was received during the 
campaign, a gain of 15 percent over the 
corresponding month last year. 



































November 17, 1921 


LIFE INSURANCE IS OF 


PERMANENT CHARACTER 


General Agents Feel This Is the 
Big Selling Argu- 
ment 


LOOK FOR GREAT FUTURE 


Men Who Have Lost Money on Invest- 
ments Are Attracted to a 
Safer Anchorage 


The big argument today in life insur- 
ance is the permanency of the system 
and the guaranty that the amount stip- 
ulated in the contract will be paid at 
maturity, whenever that may be. In 
other words, the life insurance policy 
will be worth 100 cents on the dollar 
at any time in the future, however un- 
certain that may be. This cannot be 
said of any other form of investment. 

This feature of life insurance has im- 
pressed itself on the public mind more 
and more in these unstable and ab- 
normal times, because of the uncertain 
outcome of all kinds of investments. 
Many more men have had money to in- 
vest during the last few years than 
ever before. Many have sustained 
losses because they have been led away 
by glittering promises and the allure- 
ment of high returns. Securities of all 
kinds have fluctuated in value. Many 
that were considered very stable in the 
past are below par. The whole tendency 
of the investment market is uncertain. 
Liberty bonds were supposed to be the 
most solid form of investment, and yet 
purchasers find that they sagged many 
points below par value. 

Extends Far Into the Future 


This permanency, so far as the face 
value of life insurance contract is con- 
cerned, becomes decidedly important 
because payments may run far into the 
future, even to the second or third gen- 
eration. The New York Life, for ex- 
ample, has just paid a claim on a policy 
that was taken out 71 years ago. There 
was no deduction, no decrease in value. 
The whole amount was paid in full just 
as it would at any time during the three 
score years and ten. The country had 
passed through many vicissitudes dur- 
ing this period. It had been confronted 
with many financial depressions, some 
of them of a sweeping character. It 
had been engaged in devastating war. 
Plagues and epidemics have swept over 
the land. Yet with it all, old line life 
insurance has been kept intact and has 
never gotten below par. 


Says Business Will Stick 


One of the leading general agents 
was asked the other day as to whether 
he anticipated a higher lapse ratio on 
the enormous new business that had 
been written. He said that he did not 
believe that extraordinary efforts would 
have to be used to hold the insurance 
in force. While the huge profits may 
not be made in the future, this general 
agent says that business men will ap- 
preciate life insurance more and more 
because it is the most stable thing in 
the world. If their business is not in 
as good shape as it was and they find 
that other investments are uncertain, 
they will feel it more necessary than 
ever to keep their life insurance in force. 
Their own experience in the investment 
freld will teach them that even their 
judgment cannot be relied on. In the 
opinion of this general agent, those who 
are purchasing life insurance appre- 
ciate more and more its permanent 
character and see that nothing else can 
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touch it in the way of ample protection 
for their families. 


Placed the Business Right 


Another general agent, in comment- 
ing on the present situation, says: “I 
think that life insurance is in a very 
strong position in so far as the present 
conditions are concerned. Life insur- 
ance during the last two or three years 
has been written right. Agents have 
not only written a large volume of busi- 
ness, but they have placed it in the 
right way. Along with the selling of 
the policy has been the urgent insist- 
ence that the insurance be kept in force. 
I think that the agents have done more 
in the early stages of the policy to get 
the man to thinking along the right 
lines than they have in the past. So 
far as our afents are concerned, I find 
that they have sold insurance to people 
who wanted it and the agents have em- 
phasized the necessity of keeping it in 
force and not allowing it to lapse. An- 
other thing that has impressed the pub- 
lic mind is the growing practice of 
banks to make inquiry as to the amount 
of insurance that a person carries. 
Many banks are becoming much more 
insistent on life insurance being carried, 
where extensive credit is desired. 


GUARDIAN LIFE HONORS HEYE 





Special Month Devoted to Production 
in Tribute to President Was 
Notably Successful 





- 

The special drive for new business 
made by the field force of the Guardian 
Life of New York during October re- 
sulted in a production of $5,720,770, a 
larger volume than was secured in any 
previous month this year since January, 
and an increase of more than 15 percent 
over the submitted business of October, 
1920. 

October had been designated “Presi- 

dent’s Month” in honor of the comple- 
tion by President Carl Heye of 32 years 
ot service with the company. A unique 
plan had been devised by which 
Guardian field men sent replicas of 
varied colored roses with the applica- 
tions they wrote during “President’s 
Month.” A pink rose signified an appli- 
cation for less than $5,000; a red rose, 
from $5,000 to $10,000, and a yellow 
rose, $10,000 or over. 
Sixty-seven agents who wrote $25,000 
or more of examined business on at least 
three lives during “President’s Month” 
were represented in the presentation of 
the large bouquet of pink, red and yel- 
low roses to President Heye on the 
morning of Nov. 10 as a token of the 
esteem in which he is held by the com- 
pany’s field force. Each of these 67 re- 
ceived an autographed photograph of 
President Heye as an expression of his 
appreciation of the tribute which was 
paid him. 

Attractive weekly bulletins kept the 

feld men advised during the month of 
the progress of the special drive, and 
the manner in which the company’s rep- 
resentatives responded showed that they 
entered whole-heartedly into the spirit 
of the campaign. 
Ten of the company’s agencies regis- 
tered an increase of 100 percent or more 
over their production of October of last 
year. When it is considered that 
“President’s Month” honors’ were 
awarded on the basis of examined busi- 
ness, the increase over 1920 is even more 
striking. 





Good Business in Kansas 


Contrary to general expectations, 
some of the life companies doing ‘busi- 
ness in Kansas City territory are report- 
ing that the business has-so far im- 
proved that there is good prospect of 
eaualing, if not surpassing, that of 1920. 
The Equitable of New York is expect- 
ing to equal the written business, and 
is putting on a contest to go beyond, if 
possible. The New York Life reports 
that it has written more business in 








1921 than in 1920, up to Oct. 1. 








The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 


3401 Michigan Ave. CHICAGO, ILL. 
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HOME OFFICE TOPEKA KANSAS 
THE BIGGEST POINT 


Any life insurance salesman who has “been thru the mill” sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the bi int that a Is to those live agents in Kansas who have 
been able to ay Amer: snap Gham “a new company” in THE NATIONAL 
RESERVE LIFE, of TOPEKA. 

The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising mén who 
want to create something of permanent value to themselves. 

NATIONAL RESERVE LIFE policies were built to sell in competition with 
any others. NATIONAL RESERVE. LI FE field cooperation has been designed 
to fully satisfy the needs of good men rather than to tickle the vanity of home 

ice executives. 

THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 
and bound to win. 

It has some unusual “ground floor” opportunities for the right kind of men. 
You'll want one! 





Write at once for particulars, to 
GEORGE GODFREY MOORE, President. 
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Need Room to Stretch Out 


ProckRAM makers have many difficul- 
ties before them. If a man or a com- 
mittee in getting up a program could 
map it out as he would have it and call 
to his aid such men as he desired, he 
would be able to present a list of sub- 
jects and speakers that would make 
most interesting sessions. The fact of 
the matter is that program makers have 
not always their own way. They cannot 
get at all times the men they desire. 
Frequently some of the men they secure 
do not follow instructions. They are 
told to present a 15-minute discourse 
and it runs on to 45 minutes. 

As we see it the big sin of program 
making is the attempt to jam too much 
into the program. There is no time for 
discussion, no time for spontaneous ex- 
pression, no time for the audience to 
have its say. The feeling is much akin 
to the effort to put eight passengers in 
a five-passenger automobile. Every- 
body is crowded; no one is comfortable. 
It is true that the automobile will likely 
reach its destination, but the going 
gives everyone a sense of being com- 
pressed. 

The recent meeting of the Assocra- 
TION OF Lire AGENCY OFFICERS in Chicago 
was interesting, but its program was typi- 
cal of most other programs presented at 
insurance meetings. There was a sense 
of being rushed for time and the fear 
that there would not be sufficient time 
for all the speakers. At no time during 
the proceedings was there an opportu- 
nity for questions or discussions from 
the floor. The absence of this feature 
gave a rather rigid formality to the pro- 


ceedings. The spirit of the audience 
was evinced when the presiding officer, 
Isaac MiLtterR HAMILTON, made a sug- 
gestion at the last session that discus- 
sions from the floor would add interest 
and piquancy to the proceedings. Mr. 
HAMILTON remarked that even a rough 
and tumble discussion would get people 
together, create a friendly atmosphere 
and would enable all to feel that they 
had a part in the meeting. The ap- 
plause that greeted his suggestion told 
the temper of the audience. 

We refer to the Lire AGENcy OFFICERS 
in no discourteous spirit. We simply 
use its meeting as typical of many pro- 
grams that are produced. Much value 
can be gotten from discussion on the 
floor if it is properly directed. There 
should be a paper read on some sub- 
ject and two or three people appointed 
to discuss it who are capable of com- 
menting in an intelligent way. They 
should have copies of the paper before 
hand so they can get the ideas of the 
original speaker. Then an opportunity 
should be open for remarks or questions 
from the floor. 

As a general rule we should say that 
the makers of banquet and. convention 
programs have 50 percent more speak- 
ers than they should. The program 
makers can count on a few long-winded 
speeches. In spite of efforts to hold 
a man down to a limited time, he will 
wander freely over the rich field, 
digressing here and there, taking five 
minutes or more for preliminary excur- 
sions. This throws the program all out 
of joint. The only safe way is to reduce 
the number of speakers and rely on the 
audience to fill up the gaps. There is 
a lot to be gained by allowing the audi- 
ence plenty of room in which to stretch 
its legs. 


Gloomy But Necessary 


SoME one is always rearing up on his 
hind legs and decrying the use of 
gloomy facts in the sale of life insur- 
ance. They want to ban from the sell- 
ing talks all of the warnings one finds 
in the mortality table, the records of 
rejections, the poorhouse apd charity 
organization figures, the old age depend- 
ency statistics and all of the things that 
take the joy out of life. They would go 
so far as to ostracize the words widow 
and orphan. 

And they would do this in the face of 
the fact that these are the things that 
have sold millions of dollars worth of 
life insurance in force today. 

Such reformers are useful because 
there are many life men who have over- 
played these cards. They have dis- 
gusted people. They have made enemies 
of men who should welcome a life in- 
surance solicitor. 

But no one would buy coal or winter 


clothing if he believed summer would 
be perpetual. Many can wait till winter 
actually comes to buy those things, but 
One cannot wait until death or old age 
or physical impairment to buy life insur- 
ance. He must be told in advance of 
the chilly things of life if he would be 
protected against them by insurance. 

To try to sell life insurance without 
warning men of the dangers of being 
without it is like attempting to keep a 
man from going to sleep on beach at 
low tide without telling him that the 
tide rises. It would be possible to 
attract him-to some other spot in some 
way, but it is much simpler and more 
effective to tell him that he will drown 
if he does not pick a healthier napping 
place. 

It is legitimate to throw a man into 
the depths of a pit of vital statistics and 
thoughts of want and privation if you 
immediately thereafter point out the 
path that leads to sunlight and show 
him how easy this path is to tread. The 
path is life insurance. 





James S. Osborne, manager of the 
northern California agency of the Phoe- 
nix Mutual Life, and lovingly known 
by the fraternity as “Jimmy,” has 
jumped into the calcium by his golf 
game. The “San Francisco Chronicle” 
paid the following compliment to Jimmy 
Osborne this week: 

“Most men enjoy golf mainly on the 
links. J. S. Osborne, manager of the 
Phoenix Mutual Life, gets his biggest 
kick out of the game in the locker 
room, where he has stored some 200 
clubs of every shape and device. He has 
a passion for trading clubs and is called 
the David Harum of the Stewart iron. 

“He is besides an indefatigable golfer 
and since he took up the game has dis- 
pensed with some thirty pounds of 
superfluous flesh. He hears a good deal 
about the game at his own fireside, for 
Mrs. Osborne is also an enthusiast and 
plays nearly every day, while their sec- 
ond son, ‘Togo,’ won the junior cham- 
pionship of California last year and 
seems destined to win many more hon- 
ors on the links. 

“Osborne is one of the most popular 
members of the California Golf Club, 
always having a cheery word for every 
other golfer, though he seldom gives 
his own game much encouragement.” 


H. E. Leonard, who has been in 
charge of the group department of the 
Missouri State Life in Chicago, has 
gone with the investment banking firm 
of Parsons, Carbaugh & Co., at 29 South 
LaSalle street, Chicago. Mr. Leonard 
entered the group department of the 
Aetna Life at Chicago after coming out 
of service and spent two years with that 
company. A year ago he took up the 
work with the Missouri State Life. He 
is regarded as one of the best informed 
men in the business. 


Richard W. Steele, one of the ex- 
service men recently added to the Chi- 
cago agency force of the National Life 
of Vermont by S. C. Woodward, is 
already making a notable record, al- 
though inexperienced in life insurance 
and only two months with the agency. 
Mr. Steele, who was one of the few 
bombers of the American Expeditionary 
Forces decorated with the distinguished 
service cross, was taken on as a new 
entrant into the life insurance profes- 
sion. With some selling experience 
with the Burroughs Adding Machine 
Company and a great amount of sell- 
ing ability, he has pushed to the fore of 
his agency in these two months. 


John E. Meyers has resigned as Min- 
nesota manager of the Aetna Life. He 
will give all his time to civic work. 
Mr. Meyers was formerly mayor of 
Minneapolis and made a great record in 
that position. No successor has as yet 
been appointed. Mr. Meyers has been 
connected with the Aetna Life in the 
Twin Cities since 1888 with the ex- 
ception of three years in California. 
When he was appointed manager the 
state headquarters were in St. Paul, but 
later: they were moved to Minneap- 
olis. Mr. Meyers is now at home re- 
cuperating from an operation, He has 
always been an active man in the life 
underwriters’ movement and for many 
years was a familiar figure at the 
national convention. He gained dis- 
tinction as chairman of the five minute 
discussions. 


George L. Forman, a member of the 
insurance firm of Beach-Forman & Co., 
Hartford, Conn., announced that he has 
written life insurance for $500,000 on 
the life of a prominent Hartford man. 
This is the largest life insurance risk 
ever written on an individual policy 
holder in Hartford, and it is one of the 
largest single risks ever written in the 
United States. 

The premium on the $500,000 of in- 
surance, which has been divided among 
six different companies, each taking a 
share of the risk, is $8,000 to $10,000 a 


year. The Beach-Forman people have 
written many exceptionally large poli- 
cies in the past, including some de- 
cidedly important group insurance poli- 
cies, however, this individual risk is 
probably the most notable ever written 
by a Connecticut agent. The Hartford 
man who is now insured for $500,000 
is widely acquainted and has long been 
a prominent resident. The Travelers 
and the Connecticut General are among 


the companies which Beach-Forman 
represent. 
Mrs. Alice Scanlon, mother of 


William A. Scanlon, southwestern man- 

ager of THE NATIONAL UNDERWRITER 
died at her home in Chicago on Tues- 
day. Mr. Scanlon was at New Orleans 
when he was notified that his mother 
was critically ill. He hurried to Chi- 
cago, arriving a few hours before his 
mother passed away. Mrs. Scanlon was 
held in high esteem by all who knew 
her. 


Many men prominent in the insur- 
ance world have hobbies, and this is 
true of President John M. Holcombe 
of the Phoenix Mutual, one of Hart- 
ford’s most widely known insurance 
executives. In Mr. Holcombe’s case it 
can be truthfully said that the study of 
history is his particular hobby. He is a 
familiar figure at the Connecticut His- 
torical Society gatherings and has him- 
self written considerable in this field, 
particularly on his own observations 
while traveling in lands of historic in- 
terest. 


The friends of President George B. 
Stadden of the Franklin Life of Spring- 
field, Ill., regret to learn of his serious 
illness in a hospital in that city. Mr. 
Stadden was operated on a few days 
ago. He underwent the ordeal success- 
fully and is now recuperating. Mr. 
Stadden is one of the forceful executives 
in the west who has made a great suc- 
cess in the company of which he is at 
the head. 


—— 

Philip Burnet, president of the Con- 
tinental Life of Wilmington, Del., has 
found it necessary to leave his desk and 
go to a resort for his health. Mr. Bur- 
net is one of the hard working officials. 
He has used up an immense amount of 
vitality. At the meeting of the Life 
Agency Officers in Chicago a telegram 
- greetings and best wishes was sent 

im. 


Walter H. May, brother of President 
Emmet C. May of the Peoria Life, has 
joined the home office organization as 
inspector of real estate property on 
which mortgage loans are applied for. 
Walter May has been serving as state 
manager of the Peoria Life in Kentucky 
since it entered that commonwealth. He 
has for some time been a colonel on the 
governor’s staff in that state. 


A. C. Larson of Madison, Wis., state 
manager of the Central Life of Des 
\ Moines, says that during the last two 
weeks the life insurance business in his 
‘field has ‘improved about 25 per cent. 
There is a better tone in the buying 
market, settlements are improved and 
‘there is every indication of better times. 
Mr. Larson predicts a very fair busi- 
ness the rest of this year. 


Henry S. Redstone has been ap- 
pointed assistant secretary of the Puri- 
tan Life of Providence, R. I. He went 
with the Puritan in June, 1914, to take 
charge of its actuarial and policy d¢ 
partment. He was elected actuary 
February, 1920, and still retains that 
position. 


Homer O. Wilhelm, state agent for 
the Northwestern National Life at 
Omaha, is general chairman of the 
newly formed insurance committee of 





the Omaha Chamber of Commerce. 











- TF —y 


- 





























November 17, 1921 











which now has representation on both 
the executive board and the board of 
directors of that organization. The 
committee has for its object the promo- 
tion of acquaintance and social rela- 
tions between Omaha insurance men 
and to see that the insurance interests 
receive the hearty support of the en- 
tire chamber organization. 


The Pan- American Life has changed 
the name of its monthly agency bulle- 
tin to the “Pan-American Life Review.” 
It comes out in a new dress, very taste- 
fully executed from the standpoint of 
the printing and engraving art. The 
“Review” is snappy all the way through. 
The feature of the “Pan-American Life 
Review,” which is distinctive so far as 
agency bulletins of the United States 
are concerned is the foreign depart- 
ment. The articles and news in this de- 
partment are printed in Spanish. The 

editor of the bulletin is Assistant Sec- 
cotaey E. E. Simmons, son of Vice- 
President E. G. Simmons. 


FIT To Dix 


man who smiles and says 
depression comes, the 


“Amen” 
same as 


The 
When 
when 
Prosperity’s here, it seem to me 
Has got about the RIGHT idee:— 
Who finds no fault with Providence, 
Or things it sends. In consequence, 
I ‘low he’s of the chosen few, 
And, wonder if this applies to you. 


I believe the man whose plumb hangs 
true 

At home, the way it ought to do; 

Who's square with men in days’ affairs— 

And fair with God in evening prayers— 

Who sleeps and leaves his latch unslung 

For anything he’s ever done— 

That such men, on Thanksgiving Day, 

Can pray the way men ought to pray. 


I argue he, and all the rest 

Who buy insurance and do their best, 
Are on their way to’rds Paradise 
Where uninsured ain’t God's first ch’ice. 
Though humble is that man and may 
Have failed, in many an earthly way, 
He’s a better man than some, Oh my! 
And far more fit to up and die. 


—A. E. Johnson, Gary, Ind. 
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TAXATION OF TRUST POLICIES | 








BY 


ANY inquiries that have come to 

us lately indicate that there are 

some life insurance agents who 
have not fully grasped the law and regu- 
lations with regard to the taxability of 
trust policies under the United States 
Revenue Act of 1918. There are, of 
course, very few agents so foolhardy 
as to open this subject with a prospect, 
owing to the lack of permanency in the 
best opinions, but sometimes they are 
compelled to meet a situation not of 
their own choosing and must answer 


questions to the best of their knowledge | 


and beliefs. 


Effect of Treasury Ruling 


ruling of the treasury department which 
stated, in effect, that where by the 
terms of a policy, the principal amount 
insured remained with the insurance 
company at the death of the policy- 
holder and the interest income there- 
from was paid to a certain beneficiary 
for life and at her death was to be dis- 
tributed among certain other bene- 
ficiaries, that the interest income of the 
beneficiary first mentioned was a part 
of the proceeds of the policy and ex- 
empt from the income tax, under Section 
213 (b) 1. This ruling was immedi- 
ately seized upon by many agents as a 


E. P. HUTTINGER 
Penn Mutual Life, 


Philadelphia 


value, subject, of course, to the $40,000 
exemption. Article 36 of Regulations 
37 (Revised) states, among other things, 
that the amount to be returned in cases 
where the proceeds of a policy are made 
payable to the beneficiary in the form 
of an annuity for life, or for a term of 
years, shall be the present worth of the 
annuity, at the time of death. The 
interest income of a trust policy is in 
its essence, if not in name, an annuity. 


Computation of Tax 


life 





Let us compute, for instance, the tax- 
| able amount of a hypothetical trust 
policy of $100,000, assuming that the | 


| $50,000 general exemption provided by 
Late last summer there appeared a | 


the act has been absorbed by the de- 
cedent’s other estate, and eliminating 
from the problem the total tax which 
would be collectible from the entire 
estate. The policy provides 


| guaranteed interest income of 3 percent 


| in point of fact 1% 


shall be paid to the life beneficiary, but 
6 percent additional, 


or 4% percent in all is paid each year. This 


| will amount to an income of $4,500 per 


| sult the 


valuable advertisement of trust policies. | 


It is not attempted herein to minimize 
the value of that advertisement, but to 
state the whole truth with regard to this 


form of policy with which every agent | 


ought to tax himself at least to the | trated.) 


utmost. 

While the interest income under a 
trust policy such as described is ex- 
empt from income tax, it is taxable un- 
der the estate tax law at its commuted 


annum. When the insured dies the life 
beneficiary is 50 years old. If we con- 
table in the estate tax regula- 
tions, we find that the present value of 
an annuity of $1 each year, during the 
lifetime of a person now aged 50 years, 
is $12.47032. The present value of 
$4,500 a year would be $56,116.44. (The 
government may levy the tax only upon 
the guaranteed income of $3,000, but 
that would affect only the figures here 
displayed and not the method illus- 


Effect on Ultimate Beneficiaries 
We are now ready to compute the tax 


upon the amount payable to the ulti- 
mate beneficiaries at the death of the 


that a} 





9 


annuitant. Again consulting the 
government table, it will be ascertained 
that the present value of $1 due at the 
death of age 50 is $.48191. The present 
value of $100,000 due at that time is 
$48,191. Add these two taxable com- 
mutations together and we find the sum 
equals $104,307.44, from which may be 
deducted the $40,000 exemption, leaving 
$64,307.44 to be included in the taxable 
estate of the decedent. 

In conclusion, it may be observed that 
the government tables do not supply 
figures exactly applicable to the usual 
trust policy. For instance, this contract 
usually provides for monthly payments 
of income and the payment of the prin- 
cipal immediately upon the death of the 
life beneficiary, whereas the govern- 
ment tables contain the present values 
of annuities due at the end of each year 
and the present values of deferred 
sums due at the end of the year 
of death of a person of specified age. 
But this illustration is not intended to 
be so precise as to be invulnerable from 
that viewpoint. 


Analyze Cleveland Conditions 


Careful analysis of the industrial and 
business situation in Cleveland showed 
| that fourteen lines of industry or occu- 
| pation were unaffected by current con- 
ditions, according to information re- 
ceived by the home office of the North- 


western Mutual Life from Charles C. 
Dibble of Marsh & Dibble, Northwest- 


ern general agents at Cleveland, O. Mr. 
Dibble wrote that the analysis was 
made following a discussion at one of 
the agency conferences with reference 
to the actuality of present possibilities 
in writing business, which showed de- 
pressing phases. After a personal in- 
vestigation Mr. Dibble was able to show 
the men that in the fourteen classifica- 
tions of industry there were 4,000 men 
with incomes in excess of $5,000 a year 
and that present possibilities in writing 
business were far from unfavorable. 











Nothing Will Be Left Undone 


surance experience, is open to all of our 


By this Company which will contribute to the 
prosperity of its Agents and the satisfaction 


offits policyholders. 


Individual attention to individual agents and 
policyholders is held as most important by the 
State Life Insurance Company of Iowa. 


The advice, active aid and co-operation of 
the officials of this Company, with years of in- 


Agents in a free man to man style. 


The State Life ranks third in paid up capital 


among Middle Western companies. 


is 


financial strength means permanency. 


Mr. Agent, “a day to be marked with a white 
stone” is the day you investigate our agency 


proposition. 


State Life Insurance Company of Iowa 


A. C. TUCKER, President 


DES MOINES 


“ IOWA 
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LIFE AGENCY CHANGES 











HEGLER GOES TO EQUITABLE 





Wisconsin State Agent for Royal and 
Newark Retires from Fire Busi- 
ness to Enter Life 





Announcement has just been made 
that M. F. Hegler will become district 
manager of the Equitable Life of New 
York for a district comprising nine 
counties, with headquarters at Eau 
Claire, Wis. Mr. Hegler will resign, 
effective Jan. 1, as state agent for the 
Royal and Newark, in Wisconsin, to as- 
sume his new duties with the life com- 
pany. This means that another promi- 
nent Wisconsin fire insurance man is 
about to leave the fire field to enter the 
life insurance field. E, L. Carson, man- 
ager for the Equitable Life, only re- 
cently secured the services of another 
prominent fire field man when Hillis C. 
Rhyan resigned as special agent for the 
Hartford to become associated with the 
Equitable Life. Mr. Hegler has been 
state agent for the Royal in Wisconsin 
for the past three years and is one of 
the most popular field men in Milwau- 
kee. He is the wielder of the goose 
quill for the Wisconsin pond of the 
Blue Goose, and will resign effective 
with the change in connections. News 
of his retirement from the fire field will 
be received with regret by his many 
friends in that business. 





Tom Stamp 


Tom Stamp has established his head- 
quarters at Council Bluffs, Ia., from 
which city he has jurisdiction over west- 
ern Iowa for the Peoria Life. He has 
served the Peoria Life as general agent, 
joint state agent in Missouri and agency 
director. 





FEDERAL ENTERS MINNESOTA 





A. T. Stark of Minneapolis Has Been 
Appointed State Manager for the 
Chicago Company 





A. T. Stark of Minneapolis, Minn. 
has been appointed Minnesota state 
manager for both the life and accident 
and health departments of the Federal 
Life of Chicago. 

Early in October Mr. Stark, who for 
the past 10 years was associated with 
the American Life of Des Moines, Ia., 
resigned his position with that company. 
Mr. Stark represented the American 
Life for nine years as state agent for 
the North Dakota and one year as state 
agent for Minnesota. 

The Federal Life was not operating 
in Minesota at the time Mr. Stark ap- 
plied to this company for an agency 
but his past record as a personal pro- 
ducer and organizer induced President 
Isaac Miller Hamilton to apply for 
admission to that state. 





William Allison 


William Allison, an_ agent of the 
Equitable Life of New York in Ogden, 
Utah, has been made district manager 
for the northern part of Utah, with 
headquarters in Ogden. Mr. Allison 
will have charge of 15 agents at the out- 
set, but it is expected that this number 
will soon be increased. 


A. Paul Shalet 


Dickey & Morgan, managers of the 
Philadelphia agency of the Mutual 
Life of New York, announce the addi- 
tion to their sales force of A. Paul 
Shalet, formerly agency supervisor and 
manager in Washington, D. C., for the 








Provident Life & Trust. Mr. 
was a former West Point man and a 
graduate of the New York University 
School of Law, was very active during 
the war, having served as volunteer 
assistant in the actuarial division of 
the War Risk Insurance Bureau, as 
well as chairman of the speakers’ com- 
mittee of the District of Columbia dur- 
ing the Victory Loan. 





Charles H. Breck 


Charles H: Breck, manager for the 
Jos. H. Gray agency of the New Eng- 
land Mutual Life at Fresno for the past 
three years, announced his resignation 
this week to take over the management 
of a branch office which will be estab- 
lished in Fresno by the Northern Life 
of Seattle. The appointment was made 
by President D. P. Morgan of the 
Northern, who has been in California 
for several weeks past establishing the 
company. 

3reck went to California when Mr. 
Gray assumed the general agency of 
the New England Mutual and is a large 
personal producer. 


William H. Nelligan 


William H. Nelligan, for fifteen years 
connected with the home office of the 
Travelers at Hartford, Conn., has be- 
come manager of the life and casualty 
department of the J. P. McDermott In- 
surance Agency at Fond du Lac, Wis. 
The agency handled the Travelers’ poli- 
cies. 








L. J. Leahy 


L. J. Leahy, who has been for a 
number of years connected with the 
home office agency of the Federal Life 
in Chicago, has been appointed manager 
of the agency. He is now engaged in 
building up an agency. 


W. E. Gaston 


W. E. Gaston has been appointed 
general agent of the Midland Life of 





Shalet | 








Kansas City at Wichita, Kan. For 12 
years he was general agent in central 
Kansas for the Union Central Life. He 
sold his business and then joined the 
ranks of the Farmers & Bankers of 
Wichita. His last five years in insur- 
ance work have been spent with that 
company. 





W. A. Erckenbrack 


W. A. Erckenbrack has been ap- 
pointed assistant state manager of the 
Northwestern National Life for South 
Dakota by Manager G. W. Hart. Mr. 
Erckenbrack made a record in personal 
production by sending in an application 
each week for 172 weeks. 





Palmer-Blair Company 


The Palmer-Blair Company has been 
appointed general agent of the North- 
western National Life at Toledo, O. 
Mr. Knierim, who has been associated 
with the Grizzard Insurance Office at 
Columbus, O., has been appointed 
supervisor for the agency. 





W. W. Snipes 


W. W. Snipes of Oklahoma City has 
been appointed general agent of thy 
Midland Life of Kansas City. For sec- 
eral years he was connected with th: 
Oklahoma state agency of the State 
Life of Indiana. He paid for $940,000 
last year. 





Meldrum Gray 


Meldrum Gray has been appointe:l 
general agent of the Northwestern 
National Life of Milwaukee for New 
Mexico with headquarters at Roswell. 
Mr. Gray has been prominent in the 
cattle industry of the southwest and has 
been an officer of the National Jersey 
Association. He is now retiring from 
the active management of his cattle 
industry. 





W. W. LANE, Secretary 


(Copyrighted) 
Under Our Service Pension Contract 


LA FAYETTE, INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 








New Insurance Paid for 1920 


Insurance in Force ° - 


Total Resources Dec. 31st, 1920 


(Exclusive ef amount Insured under Double Indemnity Provision) 


NEW ORLEANS, U. S. A. 


- $ 8,742,060.93 
-  31,433,676.00 
-  91,408,227.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does not 
seek to employ agents of other companies, but by interesting men of intelligence, character and 
clean record, instructing them by correspondence, and assisting them by the active co-operation of 
specially trained men, it has built up a field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American Way is 
open to you. 


Address E. G. SIMMONS, Vice-President & General Manager, 


New Orleans, La. 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! 


WRITE THE HOME OFFICE 





THOMAS J. OWENS, President 


Capital, $200,000 


build « real life insurance company. 





All of the stock is held by a few substantial business men 
ieve in the ability of the management to partments of life insurance work. 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO.), inotanapois 


NO ORGANIZATION EXPENSE 
Managed by men experienced and familiar with all de- 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency--- 
Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
Occidental Building 


Surplus, $100,000 
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STATE LIFE 


INSURANCE COMPANY 


LUNACY A Te 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 
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Five Big Opportunities in Ohio 


The Columbia Life of Cincinnati is cultivating intensively three states— 
Ohio, Indiana and Kentucky. These three states are producing half a 


million a month. 


Helped by thousands of policyholders, beneficiaries (over a million dollars has been paid to 
beneficiaries in these three states) and friends, and with the close personal cooperation of the 
Home Office staff, Columbia Life agents are making splendid records. 


Five big General agency contracts, paying top-notch commissions, in choice territory, are now 
open to the right men— 


Dayton Springfield Youngstown 
Toledo Canton 


Find out just what we have to offer. Write today. 


ge epee IFE 
INSURANCE CO. 


CINCINNATI, OHIO 
SUMNER M. CROSS, President 
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OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 

If your character is above reproach, and if you have paid for 


a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 


giving full particulars. 
Liberal financial assistance extended during the first two 
contract years. 
Minor Morton, Vice President & Agency Manager 

















The Northwestern Mutual Life 


TH RE r Insurance Company was the pioneer in 


establishing rules to protect itself and its 


RULES: agents against evils which demoralized the 


business. 





























For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 
with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in large part, the success, high character 
and the loyalty of the agency force of 
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MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 
A Company of Service ; 
Service to Policy Holders Service to Agents Service to the Public 


t der the Famous “‘Registration Act” which requires the reserve on every policy issued to be deposited 
 aemeeatieaiuaiiens and held in Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 

















A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 


sent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


N. P. HULL, Pres. Cc. H. BRAMBLE, Secy. and Treas. tl. D. WALLINGTON, Supt. of Agents 














WITH INDUSTRIAL MEN 














NEWS OF THE PRUDENTIAL 





Ithaca, N. Y., District Staff Celebrated 
Twenty-fifth Anniversary of Super- 
intendent Charron in Fine Style 





The Lafayette, Ind. district of the Pru- 
dential, has been materially strength- 
ened by the transfer of Assistant A. M. 
Starkey to the Frankfort, Ind. Assistancy 
from Cincinnati No. 1. 

In the Cincinnati No, 1 district, Spe- 
cial Assistant Joseph G. Becker, has been 
transferred to a regular debit assistancy. 
succeeding Assistant A. M. Starkey, who 
was transferred to Frankfort. 

Agent Harry E. Moore of Cincinnati 
No. 1 has been promoted to special as- 
sistant. 

The Ithaca, N. Y. district staff to- 
gether with several guests celebrated 
the twenty-fifth anniversary of Superin- 
tendent Charron’s connection with the 
company. Third Vice-President Fred- 
erick W. Tasney, Assistant Secretary F 
A. C. Baker and Division Manager 
George W. Kirk were present from the 
home office while the visiting field men 
were Superintendent C. H. Tennant of 
Auburn, Superintendent W. P. Howard of 
Rochester No. 1 and Medical Examiner 
Dr. James Walsh of Cortland, N. Y. In- 
teresting and instructive talks were 
given by Mr. Tasney, Mr. Baker, Super- 
intendents Tennant and Howard, Assist- 
ant Superintendents W. T. Nix, J. P. 
Daly and M. A. Roche, Agents H. B 
Benedict, W. L. Saxer and J. H. Foyle 
and Dr. Walsh. Division Manager Kirk 
acted as chairman. During Mr. Tasney’s 
remarks he presented Superintendent 
Charron with the locket and certificate 
in recognition of his entrance into Class 
E of the Prudential Old Guard. 

Michael G. Cusick, prominent in the 
assistancy ranks of the Scranton, Pa 
district was advanced to the position of 
special assistant superintendent in that 
city. Mr. Cusick has had 13 years of 
experience as an assistant superintend- 
ent in that territory. 

It was a foregone conclusion that pro- 
motion would soon come to Agent AIl- 
bert L. Sweitzer of the Johnstown, Pa 
district, the acknowledged leader of that 
staff in both industrial and ordinary. 

Other agents who, as a reward of 
merit, have won promotions to assistant 
superintendencies are Evan R. Joseph 
and Miles J. Kelleher, Scranton, Pa.; Leo 
J. Reighard, Loch Haven, Pa., Williams- 
port district, and Edward L. Burns, Erie 
Pa. 

Agent William H, Waldron of Newark 
1, the mother district of the company 
enjoys the unique distinction of being 
the oldest active employe of the com- 
pany, having recently completed 45 years 
of continuous service. During Mr. Wal- 
dron's association with the Prudential he 
has seen many changes and wonderfu! 
development in the business. Mr. Wal- 
dron, while old in the service, is enjoy 
ing splendid health. 

Assistant Superintendent T. Callahan 
of New Orleans has the distinction of 
having the lowest arrears percent i: 
the southern division. 

Agent George T. Stouffs of Richmond 
Va., has had a steady production of 
ordinary and his record indicates he is 
taking advantage of enjoying the extra 
remuneration derived by writing a good 
portion of contracts of this branch of 
the business. 

A number of promotions from ti 
agency ranks of the Canadian divisi: 
have been made recently to the mo! 
responsible position of assistant super 
intendent. Among these may be men- 
tioned Austin O’Brien of Calgary, Alt: 
Dougald White of St. John, N. B., Wi 
frid Dion of Quebec, P. Q., Henry Beau 
mier of Three Rivers, P. Q., Thoma 
Pollard of Montreal No. 1, P. Q:, Gus 
tave Forget and Ovila Gagne, both « 
Montreal No. 2, P. Q., and George >= 
Watson of Kingston, Ont. 





Conservative’s Appointments 


A. H,. Scott has been appointed spe 
home office representative of the Cor- 
servative Life of South Bend, Ind 
was formerly connected with one of t 
large companies as assistant supe! 
tendent. R. Elmer Cooper has also b¢ 
appointed special home office represen' 
tive of the Conservative. He also w 
connected with one of the big indust? 
companies as assistant superintend: 
and later as special ordinary instruct 
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MORE PERSUASION NEEDED 





Secretary of the Community Union 
Tells Detroit Men They Did Not 
Do Their Duty 





DETROIT, MICH., Nov. 12.—The 
Community Union of this city was or- 
ganized during the world war as a 
means of raising money systematically 
and in adequate amounts for the sup- 
port of the city’s numerous charities. 
Its requirements this year made a 
budget of $2,350,000 and it was all raised 
in a week, the life insurance men play- 
ing a leading part in the city-wide can- 
vass for subscriptions. 

At a meeting of the Detroit associa- 
tion preceding the Community Union’s 
annual drive, Wm. J. Norton, secretary 
of the union, addressed the members. 

“Frankly, you insurance men have not 
been doing your full duty,” he said. 
“The Community Union is caring for 
6,300 children whose fathers failed to 
provide for them. You men should have 


been better salesmen. In one of the ; 


city’s orphan homes there are three chil- 
dren whose father had been a librarian 
in receipt of a good income, but no one 
sold him any insurance and his widow 
broke down after a two years’ struggle, 
leaving the three children to be cared 
for by a home. 

“Then there are the two children of a 
man who was a government official on 
a good salary. He did leave some insur- 








“SOMETHING 
NEW FOR 








National 


AGENTS” | ing the coming year. One of the fea- 


ance, but it was in a lump sum. The 
widow did not know how to use it to 
advantage and in a couple of years it 
was dissipated. Like the other woman, 
the burden of raising her babies was too 
great and they are now the wards of 
the city. Some one sold that man the 
wrong kind of policy. 

“Civilization rests on the foundation 
of family. In social work the funda- 
mental is the preservation of the family. 
Protection from poverty is the first line 
of defense. 

“The life insurance men and women 
are just as necessary as the men who 
fill the pulpit. Morality and right living, 
education and home, must be provided 
for. It is essential that the first line 
of defense should be so constructed 
as to be a real defense. If you men and 
women see to this, our work will be 
reduced to the care of the incompetent 
residue. Never say or think that your 
work in selling right insurance is an im- 
position. Feel that you are absolutely 
necessary to the husband and father, 
that you are bread and butter to his 
| family when he passes on.” 





|TO INVESTIGATE BANK PLAN 





Seattle Association to Devote Decem- 
ber Meeting to Consideration of 
Idea With Bankers 





SEATTLE, WASH., Nov. 15.—With 
approximately 200 members present, the 
| Seattle association opened its season 
| with a dinner and induction of officers 
| last week at the Masonic Club. Upon 
| taking office, President A. J. Quigley 
outlined some of the policies that will 
be carried out by the organization dur- 





tures of the meeting was an announce- 
ment by the program committee that 
the December meeting will be devoted 
to a consideration of the savings bank- 
life insurance plan with the leading 
bankers present to come to some definite 
understanding on the project. Follow- 
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Burlington, Iowa 











“All that its 
name implies” 


The 
Square 
deal 
Agency Contract 


Write for particulars. 


Vat Benalge 


neurance pany 


ing the action of the Cleveland associa- 
tion in condemning the bank plan at 
its last meeting, this call for a decision 
indicates that the associations through- 
out the country are coming to a definite 
stand on the idea. 

President Quigley has declared that 
he will make this the “ace” year in the 
life of the Seattle organization. In ex- 
plaining the meaning of the word “ace,” 
it was told that “a” stands for acquaint- 
anceskip, -which of course will break 
down” many barriers and fill up many 
pitfalls that not only life insurance has 
to encounter but other business lines; 
“c” stands for cooperation, which, of 
course, means better service to the buy- 
ing public, and “e” stands for educa- 
tion, the torch of progress in all lines of 
endeavor. 

To carry out the “ace” idea, the for- 
mer presidents of the Life Underwriters 
presented President Quigley with ban- 
ner, outlining the “ace” program. The 
presentation of the banner was made by 
a former president, Charles C. Thomp- 
son of the Metropolitan Life. 

The principal address of the evening 
was made by A. S. Elford of the New 
York Life, whose subject was the rela- 
tion of the local Life Underwriters’ As- 
sociation to the national organization. 
Mr. Elford’s address was repeatedly in- 
terrupted by applause and created a 
great deal of favorable comment upon 
all sides. 

Among the plans for the coming year, 
as outlined by the program committee, 
was the idea of specializing on life in- 
surance service to different business 
groups and industries. Inasmuch as the 
banking business is so intimately re- 
lated to life insurance, it was felt that 
the first group to be invited to take 
part in these conferences would be the 





Home Office, Madison, Wis. 














officials of the various banks of Seattle. 












ublic 


nsurance 
ompany 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 


ife 











ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS | 
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The 
Onto Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 
Secretary 
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Accordingly, the next monthly dinner 





Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 
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NewY ork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


EEE E TPE ETE TT TT $142,672,244 
Interest and Rents................-.5+: 44,335,004 
cs cekaddeséonwe ee ___ 6,782,885 

Total Income...... canaaceauannae $193,790,133 


Paid Policy-holders, 1920 
Death Claims............ cea eee $35,036,558 


Endowments ...... a ee eee 24,399,171 
anes cctigindes sienibiimaabbes 31,981,555 
Surrender Values, Etc............. coccee «68,492,313 


Total to Policy-holders............ $114,849,597 
$693,979,400 
$966,664,397 
$841,255,357 
$125,409,040 

$3,537,298,756 


New Paid Insurance in 1920 . . . . 
Admitted Assets, January 1,1921 . . 
Legal Liabilities, January 1, 1921 

{| Reserve for Dividends and Other —_— 
Insurance in Force, January 1,1921 . . 


BOARD OF DIRECTORS 


LAWRENCE F, ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P KINGSLEY 
JOHN E. ANDRUS RICHARD I. MANNING 
CORNELIUS N. BLISS, JOHN G. MILBURN 
NICHOLAS MURRAY B GERRISH H. MILLIKEN 
GEORGE B. CORTELYOU FRANK PRESBREY 
JOHN H_ FINLEY pe . PULLEYN 
ING H. REVELL 


DAVID R. FRANCIS 
GEORGE M. REYNOLDS 
ELBRIDGE G. SNOW 
GRANGER A. HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 
S. DAVIES WARFIELD 




















| Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

payments, lifelong, conditioned on permanence of dis- 

ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 














The, Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 




















UNDERWRITER 


was voted to be held Thursday evening, 
Dec. 15. At this time the entire pro- 
gram will be devoted to the relation of 
the life insurance business to banking, 
and it is expected that the recent senti- 
ment expressed by prominent bankers 
to the effect that the institution of life 
insurance is the world’s financial safety 
zone will be discussed in considerable 
detail. 

The dinner was interspersed by songs 
and stunts provided by the entertain- 
ment committee. 

. . . 

Cedar Rapids, In.—At the November 
meeting of the Cedar Rapids Association, 
held in the Chamber of Commerce, Dr. 
Harry F. Milligan, pastor of the First 
Congregational Church, addressed -the 
underwriters present on the disarmament 
conference and what it will mean to the 
American people as a whole. Dr. Milli- 
gan has been a resident of the city but 
a short time, but is a speaker of ability 
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land a student of national and interna- 





tional problems and was able to present 
the subject in an interesting and effect- 
ive manner. 

Arrangements for the December meet- 
ing have already been made. Professo: 
Cc. W. Wassam, dean of the School of 
Commerce of the State University ad 
Iowa, has been secured as speaker for 
this meeting, which will be December 3 

* a * 

Milwaukee, Wis.—Darby A. Day, Chi 
cago manager of the Mutual Life of New 
York, who was to have spoken before the 
Milwaukee Association on Thursday otf 
this week was unexpectedly called t 
New York, and the November meeting of 
the Milwaukee association has been post 
poned until Nov. 30. At that time Mr 
Day will give a talk on “The Savings 
Bank Life Insurance Plan.” Mr, Day 
recently completed arrangements with 
the Harris Trust & Savings Bank in Chi 
cago for the writing of a life insurance 
savings deposit plan that has proved 
to be very successful. 





Policy Literature, Rate Books, etc. 





NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Supplementing the *‘Unique Manual-Digest”’ 
and “‘LittleGent,"’ Published Annually in May. PRICE, $3.50 and $2.00 respectively 








ISSUES INCOME AGREEMENTS 


Conservative Life Has Comprehensive 
Series to Accompany Any Form 
of Policy Desired 


The Conservative Life of Sioux City, 
Ia., while it writes non-participating 
insurance, gives dividends on paid-up 
and extended insurance. The com- 


hensive series of income agreements 
to accompany any form of policy de- 
sired, consisting of seven different 
forms, with and without such clauses. 
It is empowered to do this under spe- 
cial legislation secured directly at the 
time of its organization. Interest in- 
come, limited installments, life income 
and deferred survivorship annuity are 
the basis of the special agreement is- 
| sued. Excess interest is paid on the 
interest income and limited installment 
agreement, and throughout the period 
certain of the other forms. 





Northern States Life 


| The Northern States Life of Ham- 
moad, Ind., will not have its new divi- 
| dend scale ready until after the first of 
the year. The present scale is 7 percent 
on the annual premium the first year, 8 
percent the second year, 9 percent the 
third year, etc., increasing 1 percent 
each year on all life and term p@icies. 
On endowment policies it increases the 
same as on the life policies, beginning, 
however, at 6 percent. 


Standard on Pre-War Basis 


Beginning Nov. 1, which is the date 
of the beginning of the dividend year 
of the Standard Life of Decatur, IIl., the 
company is paying its full regular divi- 
dends the same as before the war. Dur- 
ing the period after the war the com- 
pany scaled these dividends 60 percent. 
The company now returns to its pre- 
war schedule. 


State Life of Iowa 


The State Life of Iowa has gotten 
out new policies and rates. Its dis- 
ability clause provides for waiver of 
premium and annuity of $1 per month. 
The clause was formerly included in 
the policy without extra rate. 

Life Insurance Co. of Virginia 

The Life Insurance Company of Vir- 
ginia has changed its disability clause 
to provide for $1 per month per thou- 
sand instead of $8.33 per month, and 
has issued new rates accordingly. 


Mutual Benefit Life 


The Mutual Benefit Life announces 
| that the new non-forfeiture values which 





pany is prepared to issue a compre- | 








will go into effect Jan. 1, will be appli- 
cable to all policies issued since Dec, 31 
1907, which lapse or are surrendered 
after the new policy has been put in 
use. The new system of cash surrender 
values will apply to all outstanding 
percent reserve policies, but the company 
cannot, without the consent of all par 
ties and interest, alter the terms of ex- 
tended insurance provisions of 3 percent 
contracts issued prior to Jan, 1, 1908 
The accumulation plan as to dividends 
will be applicable as soon as the new 
policy is put in use to any outstanding 
policy which is not on either the addi- 
tion or accelerative endowment plar 
Beginning with Jan, 1, 1923, dividends 
will be paid in 1923 on all outstanding 
paid-up policies issued in exchange for 
surrendered policies which are in forces 
upon the anniversary in 1923 and als 
upon all outstanding extended insur- 
ances which are in force upon the an: 
versary in 1923 of the date when 
extended insurance went into effect, 





Omaha Life 


The Omaha Life of Omaha, Neb., is 
putting on a new line of monthly 
come policies, 20-payment and whole lifé 
non-participating. 





Farmers National 
The Farmers National of Chicago has 
discontinued its survivorship policy 
is now issuing endowments at ages ¢ 
and 65. 





Baltimore Life 


The Baltimore Life has adopted 
installment settlement option. 


Western & Southern 


The Western & Southern has dis 
tinued all its ordinary rates under age - 
and is using for ages under 20 the rates 
at age 20. 





Bankers Life, Des Moines 


The Bankers Life of Des Moines 
granting its disability and doubl: 
demnity benefits to self-suppo: £ 
women. 





Kansas Life 
The Kansas Life has added m: 
income disability benefits to its er 
ment forms. 





Gem City Life 
The Gem City Life of Dayton as 
added an endowment at age 70 ar 
a child’s endowment on the 10, 15 a 
year plans. 


Mid-Continent Life 
The Mid-Continent Life of Ok! 
City has discontinued its series of a 
income policies. 





Bankers Reserve Life 
The Bankers Reserve Life of 
braska has recently adopted the 
indemnity feature. 


Ne 
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RESEARCH BUREAU IS 
PLANNED FOR CARNEGIE 


(CONTINUED FROM PAGE 1) 


panies, it is true, have expended large 
funds for actuarial and mortality in- 
vestigation. They have not hesitated to 
be very liberal in this respect. The re- 
sults have been to their great benefit. 
Dr. Hamerschlag took the position that 
the great waste in the agency field could 
be reduced if the truth were arrived at 
and proper methods were used. He 
said, for instance, that the companies in 
assigning their quotas are not doing it 
in any systematic or logical manner. 
They do not know how much this local- 
ity or that should produce according to 
population or wealth per capita. 

The new educational committee of the 
Life Agency Officers consists of Mr. 
Russell as chairman, Glover S, Hastings 
of the New England Mutual Life and 
George H. Hunt of the Imperial Life of 
Canada. 


— 


Scope of the Bureau 


The problems of the home office, the 
agency and the salesman will be studied 
alike in the proposed bureau. Under 
the work already being carried on at 
Carnegie Institute there is now avail- 
able for the home office data on results 
obtained in (1) method for measuring 
relative efficiencies of agencies, (2) 
method of setting scientific quotas for 
agencies. Proposed investigations will 
be conducted in (1) study of compara- 
tive methods of handling agencies, (2) 
selection of general agents or agency 
managers, (3) training of general 
agency managers, (3) training of gen- 
eral agents, (4) study of life insurance 
market and analysis of policyholders. 

Special services to be rendered the 
home offices of member companies on 
individual contract will include (1) sur- 
vey of office force, including job 
classifications, wage adjustments and 
latest selection methods, (2) analysis of 
turnover in sales force, showing reasons 
for leaks and remedies. 


Results Now Available 


Results now available for the agency 
include, (1) technique for selection of 
salesmen for use in agency, including 
personal history records, interest 
analysis and business information forms, 
(2) bulletins on life insurance business 
for use with prospective salesmen, (3) 
report on methods of conducting agency 
conventions. Proposed investigations of 
problems effecting the agency will take 
in, (1) job analysis of general agent, 
covering functions of field executives 
and necessary qualifications, (2) survey 
of one strong and one weak agency for 
each company, (3) report on compara- 
tive agency methods in use, including 
methods of supervising and stimulating 
salesmen. Special services to render 
agencies will cover (1) additional sur- 
veys of weak agencies. 

information now available with refer- 
ence to the salesman includes, (1) scale 
lor rating present sales force, (2) study 
ot motives which influence men to enter 
the life insurance business. Proposed 
investigations will cover, (1) study of 
methods of training salesmen, (2) study 
ot sources of supply for new salesmen. 
Special services to be rendered on the 

sman will include a report on the 
qualifications of company representa- 
tives attending the school of life insur- 
ice salesmanship. 





Woodward Holds Dinner 


Seymqur C. Woodward, Chicago gen- 
eral agent for the National Life of Ver- 
mont, gave a dinner on Armistice night 
tor Dr. Stevenson of the Equitable Life 

New York, at which Mr. Wood- 
ward’s agency force and about 25 repre- 
sentatives of other Chicago offices were 
present. Edward A. Field, superintend- 
ent of agents, and Robert W. Withing- 
ton, agency supervisor of the National 
Life of Vermont, were also present. Dr. 
“tevenson, who is an old college friend 
of Mr. Woodward, gave one of his 


init nitable selling talks to the agents. 
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CLAIMS TWISTING PREV 





Commissioner Savage of Iowa Declares 
That an Injustice Is Being Done 
Policyholders 





DES MOINES, IA., Nov. 15.—Com- 
missioner Arthur C. Savage took a firm 
stand against “twisting” in an address 
to the Iowa Life Underwriters at Des 
Moines. 

“Reports of this practice on the part 
of certain agents are coming to me,” 
said the commissioner, who remarked 
that it has been a number of years since 
the department has found it necessary 
to caution agents along this line. 

The commissioner said that agents 
are inducing policyholders to surrender 
their old contracts for cash and take out 
new insurance. This is proving popular 
with any policyholders because they are 
hard up for cash. “I’m here to tell you 
that where such practices can be proved 
something disastrous is going to hap- 
pen to the agent,” the commissioner 
said. 

Mr. Savage said that it is necessary 
for conservation of life insurance now 
in force against which there are heavy 
policy loans as a result of the financial 
stringency. Otherwise heavy lapses 
upon which loans have been made will 
result. Underwriters were urged to do 
everything possible for conservation. 


“Empty Grave” Case on Appeal 


The celebrated “empty grave” case in 
Texas has been submitted to the court 
of appeals and a decision is expected 


this month. This is the case of the 
State of Texas vs. B. Cochrain. 
Cochrain was a policyholder in the 


Southwestern Life, carrying a policy of 
$5,000. In 1919 he contracted the “flu,” 
followed by heart trouble. He was sup- 
posed to have died and the physician 
who treated him reported the affidavit 
made to the insurance company. He 
was seen on several instances after the 
supposed burial and an investigation of 
the grave was made. The casket was 
discovered to be empty and Cochrain 
was sought and finally found. He was 
sentenced to two years in the peniten- 
tiary for fraud against the Southwestern 
Life. 


Attitude on Disability 


In a recent bulletin to agents of the 
Northwestern Mutual Life, it was 
stated that “At a recent meeting of 
agents of a company in another state, 
the double indemnity and _ disability 
clauses received considerable attention. 
It was the consensus of opinion that 
these clauses should be used only in 
competition with other companies for 
business; as an insurance proposition, 
the agents thought, these clauses had 
no place in a legitimate life contract.” 
This statement is in line with the senti- 
ment of home office agency heads of the 
Northwestern, who are continuing to 
express to the agents opposition and 
disapproval to the double indemnity and 
disability clause features of life policies. 





Works on Lapsed Policies 


W. O. Crisman of the Alabama 
agency of the Equitable Life of New 
York has been concentrating his efforts 
on reinstatements during the company’s 
“Policyholders’ Service Campaign.” 
During the month of October he was 
responsible for the restoration of more 
than thirty lapsed policies. 


H. E. Moen 


H. E. Moen has been appointed man- 
ager of the Minnesota Mutual Life for 
Wyoming. For a number of years he 
has been connected with the Minnesota 
agency of the company. 


The Aetna Life through the E. H. Le- 
stock Gregory general agency at San 
Francisco, has placed a group policy on 
the lives of the employes of the First 
National Bank of that city. The maxi- 
mum is $5,000 and is graded down to 
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To Rent—Bank Floor 
Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Dearborn & Monroe Sts., S. W. Corner 


Very desirable for a Life Insurance General Agency 
or Investment House. Near shopping district— 
Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 












































Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life I ance C P 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 





. 


i scayccevdtaneusasecnsustestusseaesescesveceutsesesseess $ 24,143,510.56 
SP antcdndccccccsccncesssesececeseseusccedsentncnvescesns 21,803, 452.41 
Ds swonéeesecescacnceversesescsocesebesccaonsts 2,340,058.15 
i a ee a eee ee 207,301, 719.00 
Pe On III 5. scence ants ve ciocssesecesoesesdevsee 983, 7 
Total Payments to Policyholders Since Organization................ $25,823,269.97 


John G. Walker, President 
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“SAFE AS A GOVERNMENT BOND” 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ““° MONTHLY INCOME INSURANCE. 


Sjaaeeem LATEST POLICIES AND AGENCY CONTRACT Sa 87a 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 























QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
“Four Square” and willing to work; can make not less than $20,000, 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ben Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 


uipment, who is 
per year helping 


































$500. 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
oe field men a distinct advantage. Last year we distributed 41,34] 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-f)- 
Contract direct with the 
Company. 

-{f}- 
Over $125,000,000 of in- 
surance in force. 

—oO- 
The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 


“‘Ageressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 




















District Managers for 


WAN T E D Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 


Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 




















The impressions and _ habits 
formed in youth are greatly 


responsible for our thoughts 
through life. Boys and Girls today are the 
Men and Women tomorrow. “Child’s En- 
dowment’ teaches them for that “tomorrow.” 








OF DES MOINES,IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy protected by Deposit of 
Full Legal Reserve with the State of Iowa. 








METROPOLITAN AGENTS MEET 





Six Weeks’ Drive Ends with Banquet 
to Southwest Department 
Producers 





At the close of a six weeks’ drive, the 
Metropolitan Life Insurance Company 
is feasting its honor men and sending 
them back for greater victories. The 
meeting of 250 of the agents of the 
Southwestern district met at the Hotel 
Muehlebach ‘n Kansas City on Mon- 
day. night as guests of the company, 
and received the commendations of the 
second vice-president of the company, 
George H. Gaston of New York. About 
an equal number of this district, which 
comprises the states of Missouri, 
Kansas, Oklahoma, Arkansas, Nebraska, 
lowa and Tennessee, met on Wednes- 
day night in St. Louis. 

Mr. Gaston reported that the con- 
test had been very successful and that 
the company had had a very successful 
year. In this district, the amount of 
business written and paid for has been 
larger than in the peak years of 1919 
and 1920, and the increase is to be 
found in both the industrial and regular 
departments. The loans to home build- 
ers placed for the company in Kansas 
City are at the head of the list in 
amount, as compared with any other 
city in the district. Kansas City also 
holds the banner for the district as to 
the ranking of its salesmen, and is only 
surpassed by one other district—a 
small one in Chicago. The basis of 
comparison is the amount per man. At 
the banquet, W. T. Kemper of- the 
Commerce Trust Company made the 
chief address on “banking conditions,” 
and stressed the service that is being 
rendered to the communities by the 
Metropolitan’s home-building plan. He 
said that the agent of the Metropolitan 
could not only appeal to the prospect 
on the basis of the strength -and serv- 
ice which the company was rendering 
its policies, but that he could make 
an added appeal on the strength that 
it was practically a home company, 
since its money was invested here. 

Mr. Gaston left with the honor men 
the idea that while they had in the 
past dealt with materials, now they had 
to do with humanity; that it required 
the highest type of salesmanship to put 
over their propcsition, but that there 
were rewards that were proportionately 
great. Mr. Gaston met the men of this 
territory who were not honor men, and 
were not at the banquet, in a confer- 
ence today. 


by 


Standard Life’s Contest 


The St. Louis branch of the Standard 
Life of Atlanta, under the supervision 
of T. A. Dickson, composed of twelve 
producers, has organized three teams 
for a record target practice. The teams 
are the Stanlicks, symbol blue; the 
Fighters, symbol red, and the Pioneers. 
symbol yellow. The teams have dé- 
termined to write an aggregate oi 
$400,000 in the month of November. 
It is the ambition of the St. Louis 
branch and the Kansas City branch to 
have the state of Missouri reach thx 
$1,000,000mark for 1921. 

Mr. Dickson is now out in the state 
and will probably place districts at 
Hannibal and Jefferson City. The dis- 
trict at Kansas City will also be visited 


by Mr, Dickson while he is on this 
trip. 
Will Push for Business 
The Midland Life of Kansas City 


announces a change in its policy, and 
states that while for various reasons it 
has held its production of new busi- 
ness down during the year, it is now 
ready to “make a determined drive for 
new organization and new business.” 
The management therefore is urging its 
agency force to cooperate with it in 
securing as many good representatives 
as possible to be added to its field 
force. 





“THE COMPANY OF CO-OPERATION™ 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 














-| YOUR NAME |: 
a Yon 1.5 er 
fru Pencils | 


Good Will and Bring Results 


Turn your prospects inte 
customers and your cus- 
tomers into friends by 
resenting them with 
igh-grade Advertisin 
Lead Pencils, printe 
with your aivertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the weste basket 
NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 































FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurdnce 
and investmentin a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a sellet it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 


Moines, Iowa 
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Gaston Explains Agency 
Plans of Metropolitan 


George H. Gaston, second vice-presi- 
dent of the Metropolitan Life, had some 
interesting things to say at the conven- 
tion of the Association of Life Agency 
Officers held in Chicago last week re- 
garding the agency force of the com- 
pany. He said that the Metropolitan 
employs only one class of agents. It 
does not hire specialists to write only 
ordinary or industrial or accident and 
health. Its men represent all branches 
of business issued by the company. 
“Our men are all simply agents,” said 
Mr. Gaston. “They represent all lines. 
Every man that comes to us receives a 
thorough instruction in every form of 
insurance that we issue, and when the 
new man gets down to writing business 
he is familiar with everything that we 
have to sell.” 

Mr. Gaston said that as a result of 
this plan the company is able to control 
its labor turnover much more than 
would be the case if the company’s de- 
partments were more definitely segre- 
gated. Mr. Gaston said that the com- 
pany has over 15,000 men in the field, 
more than 13,000 in the United States. 
Mr. Gaston said that the agency plans 
for the general development of a man, 
that are employed by any other life 
company, can be used with equal facility 
by the Metropolitan. The mere size of 
the agency force does not mean that dif- 
ferent method@ have to be employed. 
Mr. Gaston made it very clear that the 
Metropolitan’s men are trained to sell 
all of the company’s eight policy forms, 
and that the company is not developing 
specialists to sell only one branch of 
insurance. 


SALES TO WOMEN INCREASE 


Figures of Equitable Life of New York 
Show Rapid Development 
of That Field 


Selling life insurance to women has 
apparently been well mastered by the 


Equitable Life of New York, which 
issued $18,000,000 to nearly 11,000 
women risks during 1920. Selling 


women has developed rapidly in the last 
few years, and sales in large numbers 
have been accomplished only in the last 
20 years. The number of risks is in- 
creasing and the average size of: policy 
is rapidly becoming larger. The ad- 
vent of women into business and the 
increased value of these workers has 
created a greater appreciation of the 
protection necessary and increased the 
amount necessary on individual cases. 
Both investment and protective in- 
stincts are now aroused and women are 
carrying more endowment policies each 
year. The Equitable has 119 endow- 
ment policies, written for a total of over 
$400,000 on women risks, which will 
mature during December. Over 1,000 
Equitable income bond and retirement 
annuity policies were sold to women 
during the first six months of this year. 

The extent of the protection now 
granted women is shown by the total of 
$1,050,000 in deathsclaims paid by the 
Equitable in 1920. With these figures 
as proof of the possibilities of this field, 
the Equitable urges its agents to make 
an intensive campaign of this class of 


rospects. They are innumerable and 
can be approached on many lines. 
leachers, nurses stenographers and 


those in business need protection and 
lso may desire the investment feature. 
Women of wealth can be sold on the 
inheritance tax question. All are pos- 
ible candidates for policies and if ap- 
a tactfully can be more easily 

ld than can the men. It is a growing 
field and has limitless possibilities for 


the aggressive agent. 





Mississippi Life Situation 
The stagnation of business in Mis- 
sissippi as a result of the barring of 
the fire insurance companies is having 
its effect on life insurance as well. 
The general agent of a large New 


England life company remarked the | LARGE CHECK ON OHIO TAXES 
other day that he felt certain his com- 
oe A — So so a sy a | Metropolitan Life Sends in $306,063 to 
usiness conditions there, an e atti- | : eae 
ture of some of the state departments Ohio As Its Contribution on 
towards outside corporations. Premium Levy 
He said that he felt certain his com- | 
pany entertained no prejudice against| The largest check ever received from 
Mississippi from a health standpoint, | an insurance company for writing busi- 
because his agents in Memphis were} ness in Ohio was given to the insurance 
permitted to write applications on lives | department of the state when the Metro- 
of residents of that state whenever it} politan Life paid $306,063.30 covering 
was possible to procure the business | the state tax due from that company on | 
from the applicant over the Tennessee premiums collected in the state. The 
line.  » ’ money goes into the general revenue 
Memphis is only os ~~ | fund of the state. According to W. B. 
the state line, and it is the business} Gearheart, state superintendent of in- 
mecca of north Mississippi, rendering surance, a total of more than $3,300,000 
it possible for the life men to secure will be collected by his department as a 
quite a large line of business in this | ta. on business written by foreign in- 








twelve miles from 


way, -_ oe ane of Missis- | curance companies in Ohio. The Pru- 
Sipp!, Of Course, nas no revenue, dential will pay more than $290,000 | 
and the New York Life more than | 


To Vote on Increasing Capital 


To pass on a recommendation of the It is anticipated by Superintendent 
board of directors that capital stock of | Gearheart that total revenue on pre- 
the company be increased, stockholders | mium tax collections this year will ex- 
of the Life Insurance Company of Vir- | ceed those of 1920 by $600,000. He ex- 
ginia are to meet Nov. 23. The capital | pressed himself as much pleased with 
is now $1,200,000. The amount of in-| the manner in which insurance com- 
crease recommended has not been made panies are complying with the law, this 


$130,000. 








public. The stock was increased from | form of tax being one of the most im- | 
$800,000 to its present figure several | portant sources of revenue accruing to 
years ago. the state of Ohio. Even more could be 
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collected, the superintendent states, if 
the writing of business by unlicensed com- 
panies could be prosecuted. 


Will Write Life Insurance 

The Continental Life of Washington, 
D. C., which has heretofore specialized 
in industrial life, health and accident 
insurance, is now planning to write 
ordinary insurance. A new line of 
ordinary policies will shortly be put out. 
I, S. D. Sauls is president. 


Machinery Not Yet Operating 

The Penn Mutual Life has not yet 
started to write substandard business. 
It is thought that it will have its ma- 
chinery in full operation before the first 
of the year. The agents have all been 
notified of the plans of the company 
but have not been instructed to begin 
sending in business. 


Statistics Fraternal Societies.— The 
1921 edition covers the operation of one 
hundred and eighty fraternal societies. 
Cost of management, benefits paid, insur- 
ance in force, membership, subordinate 
lodges and amount collected per $1,000 
are given, for each of the past ten 
years, together with complete informa- 
tion and operation of all societies dur- 
ing 1920. This publication will be of 
great value to you when a_i prospect 
brings up the subject of fraternal insur- 
ance. Price, $1.00 per copy. The Na- 
tional Underwriter, 1362 Insurance Ex- 
change, Chicago, Il, 











Home Office 
Building 


HOW MUCH WILL IT 





Central insurance need not evade this question. 
are best based on past performance. 


sible a most remarkable return to this insured. 


For further information address 


CINCINNATI, OHIO 





‘*How much will it cost?’’ sooner or later interrupts every selling talk. 
Life Insurance Agents who can show the low net premium deposits of Union 
Estimates of future cost 
Union Central history is full of enviable 
records demonstrating that our policyholders have benefited over a long 
period of years on account of Union Central Low Net Cost. 


A policy which covers the entire period of the Company's existence recently 
became a claim. The exhibit below shows how liberal dividends made pos- 


Policy No. 11 Amount: $2,000 Age: 22 Amount of Policy.......... $2,000.00 
Period covered; Entire Company history Additions purchased with 

1867—1921 $341.83 Dividends....... 437.00 

Premium $83.90 Plan: 10 Payment Life Dividends taken in Cash.... 556.86 
—_—_— Total Cash received by Policy- 

Total Gross entune ads $839.00 holder and Beneficiary... . $2,992.86 
Total Dividends............ 1,065.30 Premium Deposits (less $166.61 

Excess of Dividends over Dividends applied)... .... _ 672.39 

dco uskewukas $226.30 Excess Receipts over Deposits $2,321.47 


A booklet further describing this interesting policy will be sent on request. 


The Union Central Life Insurance Company 


COST? 
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UTAH IS FIGHTING TWISTERS 


M U T U A L T R U S T pag og coe ng herman ACTUARIES 
" in That State 
yee F. CAMPBELL 


LIFE INSURANCE I gg aoa hag consoutiNo 






































COMPAN Y and a life insurance expert, have re- 
turned from a two weeks’ investigation 343 S. Dearborn St. 
made in the southern part of the state Telephone Harrison 3384 
INSURANCE IN FORCE eoeeceescosceeseeeeeeeees $70,000,000 where the practice of certain assessment CHICAGO, ILL. 
company agents otf substituting their 
es eae eeTaeeKee haa Meee $ 6,000,000 policies for old-line contracts has been 
prevalent, according to the commis- 
sioner. Mr. Walker said that he found ARCUS GUNN 
business men as well as the agents of 
FULL LEVEL PREMIUM RESERVES the old-line companies opposed .to CON 
“twisting” policies of the ~ 4 He oe oe tetiee emenes 
i i i imi T io he thought it better to make a persona " 
Youngest Company in America to Discard Preliminary Term Valuations aiiion te tke dasa te te Telephone, Randolph 7686 








hope that if they were true a stop could 





j pan i i ood be put to the practices complained of at 
A Strictly Mutual Com y= which the G once. One strong inducement urged rs J. HAIGHT 
Will of Responsible Agents Counts for 100%. upon the policyholder of the old-line 


company by the assessment agent was COnSTL TINO 


the ease with which the liberal cash 
IF YOU WANT TO GROW oopress |] sis: ira could sontedon |] | sou meneame 

the new contract without the aes + INDIANAPOLIS 

the insurance carried being diminishe H 
HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. a Wie aerated it his visit ubbell Building, OES MOINES, IOWA 

would result in any cancellations o 

agencies, said there would be one, if not 5 naan C. HARVEY 
more. CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 























American National Dinner 


HOUSTON, TEXAS, Nov. 15.—The J. 
American National Insurance Company T. eC 


. 4 of Galveston was host to the employes moet CONSULTING» ACTUARY 
riternationa le LUST || 2: Hiosston'and's number of them from || Besiem, Rerres, Serende, Value. 
Galveston at a dinner here this week. inations Made. Policies and all Life in. 
surance Forms Prepared. 





J. O, LAUGMAN, President DR. ANDREW JOHNSON, Secretary 




















From the home office was Sealy The Law of 
Com ain Hutchins, actuary and agency manager; aera Sie OKLAHOMA city | 
W. J. Shaw, secretary, and Nathan V. ) 
Morgan, assistant secretary. 
offers up-to-date contracts for good men. The chief address for the evening was || [JJ H+ NITCHIE , 
on made by Judge Bryan of Houston, who bd _ ACTUARY 
Sohrbeck Building declared the insurance companies are 4008 Acsecintion Bite, 196. Ledaie 8. 
¢ . Telephone State 4 CHICAGO 1 
MOLINE, ILLINOIS one of the greatest assets any city or 
7 state has. He declared a search of the . 
records of any county or city would re- CHARLES SEITZ 





veal the fact that insurance companies 

are always doing great charity work. * CONSULTING ACTUARY 

W. J. Shaw spoke of the company’s Author of é 

. . business and declared it was writing “System and Accounting” 

more business right now than ever be- 

The Midland Mutual Life Insurance Company {| 22° issnss.e8tnee Sen ce.25 || [ros uesmese —__ caeaco 

after the prospects, bearing in mind that 
they are doing a noble duty by the wife . 

OF COLUMBUS, OHIO and children every time they sell a hus- REOERISS, CO NSTOe 

band and father an insurance policy. 402-404 Kraft Building d 

Some 100 agents were in attendance Tel. Walnut 3761 DES MOINES, 1OWA 


























Dr. W. O. Thompson, Presiden ; 
“ 0 - t at the meeting, which was but one of 
a ee the several inter-section get-together af- I 
. B. > ice-Pres. and Counsel . Ww. inman, Secretary : “ . , 
Me. B Aeneid, Pires, View Pree. Stele beester te yt, ™ fairs the company stages from time to JOHN & HIGDON) toocce C00 Cate Balliins 
J. D. Price, Vice-President J. Chas. Rietz, Actuary time. OHN C. HIGDON § Kansas City, Mo. 
F. R. Huntingten, Treasurer 4. G. Menree, Supt. ef Agencies 





No Change in Situation 








There is no change in the insurance 


s 
c 
commissionership in Colorado. Jackson V 
Cochrane, who was appointed by Gov- HOME LIFE t 
t 
| 








ernor Shoup to fill the position, is re- INSURANCE CO. 


ported as arranging to file ouster legal 
RARE OPPOR | : INI | \ proceedings against Earl Wilson, who NEW YORK 
still holds to the office. Mr. Wilson, 


it is said, would welcome an action oi R. M President 





Two General Agency Openings this kind and js ready. with his at-|| 74g gou annual statement shows admit 

In the State of Montana ; S — Assets of 37,780,735 and the Insurance in Force . 

Is Studying License Question $185,765,819—a gain for the year 1919 of over ti 

A splendid direct Home Office contract under which a profitable and i ceed saaneiieee of a tiie Ce $27,000,000. The insurance effected during the t 
for the right man d Spe a nitt  : + year was over $40,000,000, or 63% more than in 
permanent business can be established is waiting for the rig : derwriters’ Association of New York “ the previous year. The amount paid to policy- 

giving careful study to the genera holders during the 000. W 

THE COMPANY NOW HAS MORE THAN $76,000,000 proposition of the licensing of life in- a —_— “ry onsen t 

OF INSURANCE IN FORCE surance agents, and has_ had several W. A. R. BRUEHL & SONS t 

conferences with the officials of the General Managers S 


state insurance department. No definite Central and Southern Ohio and Northern Kentucky 


i Mutual Life Insurance Co. ||: 
conclusions in th tter have yet been Rooms 601-606 The Fourth Nat. Bank Bidg. 
e innesota u e ° ORNERS SS Cae eee ASV J CINCINNATI, OHIO 





arrived at, though such may be looked 
ST. PAUL, MINNESOTA for at an early date, the association nOTT W 
members being determined that licenses - GALE 
will only be granted to those likely to aa ee ate heey Ohio 
reflect credit upon the work of life in- CLEVELAND, OHIO * 








surance soliciting. be 
ti 








oni Susces OF OUR We have a contract for you under which your 





UCCESS IS ; ney on 
ERVICE income will be limited only by your activities THE WILSON AGENCY Some executives in need of sal- 
A REAL PROPOSITION FOR A REAL MAN J |] Stted emptezes ge on expensive 

Special and Confidential Reports prospecting tours; others let an 








DETROIT ° > 

FEDERAL CASUALTY COMPANY, iicticis Quick Service —Wite Us bring applications to them, On : 
Cash ital, 000. .D. ° \ t t 

Capi ARNSTEIN BLDG. KNOXVILLE, TENN. ER, CSC Wa, Cas : 
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MODERN BUSINESS GETTING 


METHODS 

















Good Organization and Follow-Up Work 


Important Factor in Cutting Down of 
Lapses—Plan of Milwaukee Agenc 


the Great Northern Life at 

® Milwaukee and president of the 
Wisconsin Federation of Insurance, in 
a recent discussion of lapsation prob- 
lems of the day in the life insurance 
business, placed much more emphasis 
on good organization and follow-up 
work than on the point of original, cor- 
rect selling of policies, which is being 
emphasized a great deal recently by un- 
derwriting executives. He made it 
clear that he does not 
necessity for proper salesmanship in the 


E A. MARTHENS, general agent 
of 


first place, but he believes, and his ex- | 


perience has proved, that with such 


rather sudden changes in business and | 


employment conditions as have come 


emphasis cannot be placed on proper 
organization in agencies to prevent the 
large amount of entirely unnecessary 
lapsing which is reported in many quar- 
ters. 

In other words, a policyholder. may 
have been sold with utter correctness 
and propriety and thoroughness; yet, 
finding himself out of employment or 
with considerably reduced income, the 
features of policies and the values of 
keeping the policy in force are apt to be 
lost sight of in the unsettled state of 
mind, and this is where the agent can 
and must step in and save the insured 
from unnecessary loss, and the com- 
pany from unnecessary lapsation. 


Well-Oiled Organization 
Is First Essential 


“Our agency has shown a lapse ratio 
of less than 1 percent, to put it in round 
numbers,” said Mr. Marthens. “I have 
been in situations where the ratio was 
5, 6 and more percent in past years and 
studied the subject very closely, so that 
when the recent recession in prosperity 
and business set in, we had a well-oiled 
and thoroughly understood method for 
handling the tendency. 

“Whatever is said on the subject, so 
far as we here are con zrned, should be 
accepted as generalization, and as items 
of policy rather than specific experience. 


“It seems to me that even if the 
policyholder is well sold and under- 
stands his rights and benefits thor- 


oughly at the time of the writing, he 
will under a sudden reversal of condi- 
tions forget these benefits, and may feel 
that after all it is a contract which 
simply provides that he gets a _ certain 
sum if he dies. He forgets that the 
benefits and advantages are perhaps 
much greater at present than they were 
in the earlier years when he first got 
the policy. He is not dead, and is very 
much alive and has a bunch of very real 
troubles, he thinks, and that is about all. 

“The agent must, of course, know his 
policies very thoroughly and it may be 
to anticipate the exigencies men- 
tally, so as to be prepared at any time 
to meet cases such as now occur.” 


WI1S¢ 


Stresses Personal 
Contact With Insured 


Marthens was inclined to stress 
the need for personal contact with the 
insured in such instances by the agent 

he sold the policy whenever possible. 
Mail notices and counsel, in his opinion, 
were hardly adequate in. extraordinary 


his agency the accounting depart- 
nent notifies the writing agent of pre- 
iums due and overdue well in advance 

the danger date. Agents report at 
once after making calls, so that the 
decks are clear every evening at closing 
time. The agents have assumed full 
responsibility for their “clients,” so to 





minimize the | | 
sponge 





speak. The system provided for follow- 
ups is virtually automatic and never- 
failing. Lack of immediate attention, if 
there were any, would be immediately 
noticed higher up. Agents do this work 
on their own time, and it is always a 
part and parcel of their duties and re- 
sponsibilities. 

Loan Feature Used 

As a “By-Product” 


A policyholder recently threw up the 
when employment became 


irregular. He knew he couldn’t pay the 


les | 


virtue of being professional men and 
not commercial salesmen, as one man 
who discussed these matters put it, are 
using the experience of those very busi- 
nesses now, to put system and enthu- 
siasm into their staffs. There has, 
furthermore, been a large influx of men 
from other businesses into the life un- 


| derwriting circle in the past few months. 


Some of them expressed amazement at 
the difference in methods of handling 
men and business, which they found. 

In Milwaukee, at least, there is not 
much favor for conservation staffs, sepa- 
rate from the regular writing staffs, but 
the best-liked plan is to put these things 


| up to the agents, whenever possible to 


| the 


agent who wrote the policy that 


| threatens to lapse, in the first place. 


premium due and felt that it was all off. | 


He declared himself accordingly upon 


receiving the premium notice, express- | 


over the country recently, too much | "& regret, but also resignation to the 


inevitable. He was asked if he could pay, 
say, one-fourth of the premium, and 
replied that he could. He was told that 
the company would lend him enough to 
save his policy. 
not mentioned. 
had forgotten all about that feature in 
the stress of circumstances. 
still feels that the company loaned him 
the money like a good friend, and the 
incident is cited merely to show the “by- 
product” possibilities which the agent 
has at his command in times when some 
agents are apt to become seriously dis- 
turbed about the trend of the business. 

One agent said he stressed the propo- 
sition that a policy is payable “when” 
(not “if’) the holder dies, which often 
revives the feeling of need for keeping 
the policy alive. Others told of the ad- 
vantages of keeping in constant touch 
and on a friendly basis with the insured 
at all times, when it comes to times rife 
with possibilities of lapsation. 


Weeding Out Wrong 
Practices of Past Year 


| 


The loan feature was | 
It developed that he | 


Today he | 


In every general agency in Milwaukee | 


there is unusual attention given at this 
time to such problems. 


A number of | 


well-known general agents have found | 


the opportunity to cull out a lot of not 
wrong but unnecessary practices and 
habits that grew up in the boom times 


of last year and 1919. One phase is that | 


drawing accounts are not so continu- 


ously in an overdrawn condition as they | 


used to be. More regular hours are 
kept. The number of staff conferences 
have increased many fold. Settlements 
with home offices are prompt and up to 
the minute. Agencies which declined to 
compare themselves with other kinds of 
businesses requiring a great deal of at- 
tention for reports, settlements, etc., by 





How Often Should 
Agent Call on Clients? 


There is also a keener recognition of 
the position the agent holds as coun- 
selor to client, with the insured, accord- 
ing to some of those who discussed 
these subjects. For example, much de- 
pends on knowledge of the original mo- 
tive in effecting the sale, when it comes 
to preventing a lapse. Only the agent 


who made the sale and then kept closely | 
in touch with the insured is in a position | 


to properly handle this point. 

The question of how often an agent 
should call on his “clients” has been 
given a good deal of thought also. For- 
merly there were agents who felt that 


about once a year was enough. A 
Northwestern Mutual special agent 
said: 

“It is well to remember that the 
policyholders’ ideas or plans may 
change. This is particularly true in 
times of stress. Then, too, he has 
changing associates. His family is 


growing up, offering new centers of in- 
terest. 

“In many cases a call will be of 
advantage not less frequently than 
every six months. One general agent 
remarked that other agents have files on 


changes of ages, too, and he thinks it | 


well to drop in at the mid-year period 
when the files are not so active. 
Agents haye recently found that their 
“hunches” are sometimes as valuable as 
card record follow-ups. An agent talked 
corporation insurance early this year to 
the members of a manufacturing firm 
who were policyholders in his company. 
The talk was courteously received but 
as courteously dismissed. Dropping in 
two months later, the agent found that 
another company had secured a good- 
sized policy for corporation insurance. 
The first talk had left an impression 
after all, but it happened that when it 
got ripe, another agent happened in and 
got the business. The agent didn’t get 


| the hunch, didn’t sense the interest he 


had created. In these times agents are 


USE OF MORTGAGE IN SELLING POLICIES 


G. MONSER of the Mutual Bene- 
e fit at Buffalo, went out the other 
day to try the mortgage idea plan in 
selling small policies both in town 
and country. He would find out how 
much of a mortgage a man had on 
his property and what rate of interest 
he was paying. For example, if he was 
paying 6 percent he would ask him if it 
would not pay him to stand 8 percent 
and know that in the event anything 
happened to him his mortgage would 


be simply wiped out and the farm or | 


other property left clear for his family. 
He talked much about the mortgage 
and made life insurance a secondary 
matter. His whole thought in the 
conversation was to take care of the 
mortgage. 


In less than seven hours he | 


cover mortgages. 
ther, he said: 

“I believe that this method of work- 
ing in country districts offers a most 
fertile field. If a man will go after 
this in all seriousness, I do not see 
hew he can help closing three to five 
cases a week, which would mean $40,- 
000 to $50,000 business per month and 
financial independence. One of my in- 
variable rules in doing country work 
is to size up the general conditions 
of the farm buildings and unless they 
show some indication of a progressive 
man, I drive right on by. We are 
coaching all of our country salesmen 
along this idea and think that if we 
can get our fellows in the country to 
follow this method it will result in a 


In commenting fur- 


closed three cases, one for $5,000, one | large volume of business by the first 


for $4,000 and one for $2,500, all to 


of January.” 








apt to be looking too hard for new 
material, and leaving partly built-up 
prospects too soon. There is one man 
somewhere in the Northwestern ranks 
who for years has kept up the record 
that not one of his policyholders has 
ever bought life insurance from another 
company since he received his first 
policy from this agent.” 


Necessary Qualities of 
New Life Agent Outlined 
By J. Howard Jefferies 


J. Howard Jefferies of the Penn Mu- 
tual gave a talk at the meeting of the 
Association of Life Agency Officers in 
Chicago last week that was notable for 
its simplicity and genuineness. Mr. Jef- 
feries told in a understandable way just 
what course the agency head of a com- 
pany would pursue in seeking new 
agency material. He said that in the 
first place a life company wants a man 
of only average intelligence. The idea 
that a man must possess unusual ability 
must be endowed with selling gifts, and 
must have a strong equipment before he 
can enter the life insurance business 
should, Mr. Jefferies said, be dispelled. 
The life company needs only a man with 
common sense and ordiaary mental 
equipment. Once such a man has been 
located, his mind must be robbed of the 
idea that the life insurance business is 
full of intricacies. Life insurance, Mr. 
Jefferies said, is a very human business 
and those who sell it should be “just 


folks.” They should be men who feel 
that the life insurance business is not 
complex and intricate, but a business 


that supplies a human need in a human 
way. 
ee 

In addition to being a man of average 
intelligence, the prospective agent, Mr. 
Jefferies said, should be a man of abso- 
lute integrity. He must not be pos- 
sessed of any unusual cunning or 
chicanery. There is no place in life in- 
surance for the tricky, “smart” agent. 
What the business needs is plain, mat- 
ter-of-fact men who have correct ideas 


of honesty, and who are willing to 
present life insurance in a_ simple, 
straightforward way. 

The man who goes into the life in- 


| surance business must further be one of 


constant industry. He must have, Mr. 
lefferies said, the genius of hard work. 
If he hasn't the faculty of giving a man- 
sized day’s work to his employer, he 
will fail: The story of life insurance 
of itself carries its own appeal. The 
agent has simply to tell it to enough 
prospects in order to strike an average 
and write a good business. No other 
practical, workable system of economy 
to indemnity against death has been de- 
vised. Life insurance alone is able to 
follow along in the wake of death and 
fill the gap. 
* * 

Mr. Jefferies said that the man com- 
ing into life insurance work must finally 
have a rational idealism, He must grasp 
the animating spirit of the work. He 
must be able to see that he is doing a 
part of the world’s work as a life insur- 
ance man, and that he is filling a really 
important niche, The agent to be suc 
cessful, Mr. Jefferies declared, must get 
above the idea of simply selling so many 
cases in an allotted space of time. No 
agent without the proper vision of life 
insurance can possibly possess the spirit 
that will carry him along over the rough 
spots. Selling life insurance is someé- 
thing far above simply inducing men to 
sign their names on the dotted line and 
rake in the commission. The life insur- 
ance man has a mission to perform, and 
where the agent has not the proper 
conception of the scope of his work, he 
will fail no matter how slick or smart 
he may be. 
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Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company’ 


Has never issued a policy with 

Double Indemnity 

Premium Reduction 

Coupons 

Group Insurance 

(No frills or trimmings) 

Issues only 

Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits : 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 
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The Connecticut Mutual 


Life Insurance Company 
Hartford, Connecticut 
1921 


Seventy-Fifth Anniversary 
shows 





An unsurpassed record of liberal and 
upright dealing in service to its policy- 
holders and unswerving devotion to 
the highest principles of life insurance. 























THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now i 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as li as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh **"pejane* Pittsburgh, Pa, 











Nati 1 od 
Vaderurite Want AdS Reece 


One Inch, One Column wide one tine $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins, Exch. 
Phone Wabash 2704 HICAGO 











PLANS OF DETROIT COMPANY 


Cosmopolitan Life Still Awaiting Action 
of Michigan Securities 
Commission 


DETROIT, MICH., Nov. 4.—The 
Cosmopolitan Life Insurance Co., of 
Detroit, which has filed articles of as- 
sociation, with capital stock of $150,000, 
is now waiting action on its application 
by the Michigan state securities com- 
mission. 

The list of incorporators is headed 
by Fred R. Reich, 717 Free Press build- 
ing, who was formerly state agent of 
the Conservative Life. He is said to be 
the organizer of the new company. 

Ather names on the list are Raymond 
L. Prentice, Cleveland S. Pullen, 
Thomas P. McWilliams, Thomas A. 
Heuss, Josef K. Satinsky, Claud M. 
Stafford, Horace A. Deady, Walter 
Reed, Mike Buddi, Thomas M. Sutton, 
Eugene A. Chopoton, Arthur J. New- 
mann, David M. Oviatt. 

According to the articles filed with 
the state insurance commissioner the 
value of the shares will be $50 and each 
director must be a resident of the 
United States, a majority residents of 
Michigan, and each director must own 
in his own right at least 10 shares of 
stock, 


Wisconsin Fraternal Enters Texas 


The Aid Association for Lutherans, a 
fraternal organization with headquarters 
at Appleton, Wis., has been granted 
license to do business in Texas. 


Ohio National in Texas 


The Ohio National Life of Cincinnati, 
O., capital stock $447,200 and surplus 
of $218,979, was last week granted 
license to do business in Texas. W. C. 
Temple of Dallas is designated as Texas 
state agent, 


Executive Committee Meeting 


The executive committee of the 
American Life Convention will hold a 
meeting in New York the second week 
in December, in which time the Asso- 
ciation of Life Insurance Presidents 
and other organizations will meet. 


Marquette Life Admitted 


The Marquette Life of Springfield, 
Ill, has been admitted to membership 
in the American Life Convention. 





How Life Agents Advise 
The Creation of Trusts 








NUMBER of life insurance men 

arrange with their assureds to 
establish a trust for their beneficiaries, 
including wife, children or others. A 
fund is set aside and the income is 
used in part at least to purchase life 
insurance. This must be a bona fide 
trust. In this way the income tax is 
reduced, inasmuch, as a trustee makes 
a separate report for the income in his 
hands. It will relieve the original 
possessor of paying the high surtax. 
The difficulty with the trusteeship is 
the fact, that in case of the death of 
the wife the estate may pass to her 
heirs unless properly safeguarded. Most 
men arrange for an alternative benefi- 
ciary in the way of a child or some 
other member of the family to whom 
the head of the house desires the estate 
and insurance to go. Such cases of 
course require very careful handling. 


Life Notes 


William B. Davis of Kansas City, gen- 
eral agent of the Illinois Life for more 
than 20 years, represented Kansas City 
at the memorial services Armistice day 
at Washington. 

Another life company has joined the 
Bureau of Personal Accident & Health 
Underwriters, the Pan American Life 
of New Orleans having announced its 
intentions last week. 





A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 








Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 

















The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 











